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Modernistic Jewelry tom Old Motifs 


East African Silver Utilized by Students of Traphagen School 
to Fashion Artistic Necklace, Earring and Pendant Designs 














By Isabelle M. Archer 


recent contest carried mond baguettes and pearls for the 

on at the Traphagen = encrustation. 
School of Design in New A modernistic note is struck in the 
York was a utilization of the pendant design shown in Fig. 3 at 
interesting jewels and silver the right-hand side of the illustra- 
utensils of African origin tion. . This was suggested by the 
exhibited at the school. Moorish architectural style. Black 
Prizes were offered for the onyx, jasper, jade and smoked amber 
best necklace designs might well be combined to carry ( 
planned after these ex- out this handsome jewel. The 
hibits and in the ac- design is by Ruth Fince. 
companying illustra- This idea of returning to old 
tion four of these de- motifs or of adapting the pat- 
signs are shown. terns and forms of peasant and 

At the bottom of the of period jewelry to mod- 

page is Fig. 4, a neck- ern needs is here again in full 
lace design by H. Blatt. force. It is not alone the pu- 
It is intended for a pils of the metropolitan art 
short plaque necklace schools who are following the 
to be carried out in time-worn cue, but the lead- 

Fig. 1 bands of gem-stones or Fig. 2 ing jewelry designers them- Fig. 3 

in bars of gold. Each selves are also advocating the g- 

section has three pendant gems and a matching stone at return to old-time designs for some marvelous and inspir- 
the center of the design. In the original sketch these ing themes. 
Were exceedingly effective when pointed up with red. In 


— HE idea behind the platinum might be used with dia- 
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gold and red coral, silver and lapis-lazuli or in rows of HE Egyptian coloring, the coloring in flat, broad sur- 
faceted topazes with peridots for the central gem and the faces made justly famous by the so-called Primitives, 
pendant drops, this design might the opposite theme, the ornate 


decoration of the Italian silver- 
workers and such contrasting 
schools as the classic Grecian 
and romantic Empire styles are 
taken up once more as adaptable 
material. 

Peasant jewelry as we see it 


readily be made up for use with 
the modish costume of the 
Spring. 

First prize was awarded to 
Emma Fairbanks for the neck- 
lae and earring design shown 
in Figs. 1 and 2. Architectural 
details suggested this design, 
Which is based on some motifs 
from East Africa. These pieces 








¢ far corners of the world. These 
might be carried out in silver- are from African pieces. Other 
Wire and smooth-cut gem-stones designs seen this month have 
or, for a handsomer construction, Fig.4 also. been delightful creations. 







































used in the accompanying illus- » -‘ 
trations comes to us from the -; 
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Breaking Down 


How the Gift Department Helps Jewelers to Dispel a Wrong 
Impression and Keep the Cash Register Ringing 


By Harry R. Terhune 











VISIT around to 
oA the various jew- 
elers who have 


special sections for the sale 
of those novelties outside 
the regular field revealed 
some interesting informa- 
tion. Whether the depart- 


ment be called “Gift Nook,” The Fischer Galleries Let’s have a little round 


“The Galleries” or just a 
plain gift department, a striking similarity of ways of 
merchandising these departments is found. 

A number of jewelers see in such a department a 
wonderful instrument which is being used to break down 
the price resistance entertained by many people who 
ordinarily feel that a well-filled pocketbook is necessary 
before entering a jeweler’s establishment. 

A boiled down summary shows that these merchants 
believe that a gift section to be successful must be 
merchandised finer, harder and more intelligently than 
any other department in the store, else the burden of 
the accumulated unsold stock will sink the ship. Arti- 
cles in a gift department are sharply divided into two 
widely separated classes; either they are eagerly bought 
by the store’s customers or else they are considered junk. 
There seems to be no middle ground. 

One southern jeweler summed up the situation thus, 
“Son, articles in our gift department are much like our 
biscuits down this way—they are no good unless they 
are hot.” 

Buying, it develops, is of prime importance. Closely 
allied is expert, intelligent salesmanship. No matter 
how good the salesperson may be, unless the article is 














Price Resistance 



























carefully bought, sales are 
just not made. That is 
why the really successful 
jewelers have adopted the 
budget system of buying so 
that they may be sure of a 
constant flow of new items 
to their department. 


table discussion on gift de- 
partments from various angles. Thoughts from these 
merchants will surely give all interested some new slant 


Moving Slugsish Stock 


W. W. Deupree, president Geo. T. Brodnax, Inc.. 
Memphis, Tenn., says: ‘Whenever an item gets slow in 
our gift department, whether it has been in the store 
six days or six months, we begin romping on it. As @ 
first step an extra commission of 10 per cent is put on 
it. Usually that accomplishes the purpose and if it 
does not, the price is reduced and the article is shown 
in one of our side street windows, which is reserved for 
specials of that kind. Comparative prices are never 
used. As a final step toward eliminating this unde- 
sirable that is impeding our turnover, it goes on either 
the $1 or $5 second floor table. We find these tables an 
excellent way of keeping stock in liquid condition. The 
original cost of an article is not considered, so an item 
costing us $25 may be found on the $5 table or even on 
the $1 table, if conditions warrant such action.” It will 
be seen that this firm believes in quick action, for as 
soon as an article is found to be going slow means are 
taken to stir up customer interest in it. 
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This Firm Features a Dollar Table 


OQ. K. LeBron of Edwards & LeBron, Chattanooga, 
has this to say: 

“A few years ago our china department was slow. 
This occupies a 30 by 70-ft. room in the rear part of our 
store, so the stock represents a fairly sizable amount. 


Right—View of the Balzer 
store looking toward the rear 
from about the center. To 
the left in the foreground 
are displayed costume pieces 
in the first four show cases. 
In the center foreground are 
pewter and silver vases and 
miscellaneous articles. To 
the right are lamp shades 
and bric-a-brac. In the wall 
cases to the left are pieces of 
hollow plated ware and treas- 
ure chests 


We conceived the idea of building a nook here so that 
the novelty pieces of china and glass might be grouped 
in one display. This we called the “Gift Nook.” To 
say that the china department began to grow at once, 
tells the story. The Nook has since been greatly en- 
larged both in space and in range of goods carried, to 
meet the increased calls made upon it by our trade. 
Buying is made easy through having the goods so well 
. displayed. With the growing popularity of bridge and 
the corresponding demand for inexpensive articles for 
prizes, the one-price tables have proved their worth. 
We always keep a $1 table going. Our experience has 
proved this gift department to be a valuable adjunct to 
our jewelry establishment as a whole. It has got to the 
point where one has to keep along with the tendency 
of the times. If a high grade store places its entire 
dependence upon the high grade trade only, it will soon 
be gone, so one must appeal to the masses. We adver- 
tise that one may spend $1 or $10,000 in our establish- 
ment and be perfectly satisfied. Often the woman who 
buys a $3,000 choker will be in the market the next day 
for some clever bridge prize at a dollar. The Gift Nook 
has done much in breaking down the known resistance 


THE JEWELERS’ 











CIRCULAR 37 


that causes many good folk to regard a good jewelry 
store as handling only expensive merchandise. Two 
city-wide “Dollar Days” are held, one in February and the 
other in August. At these times we clean out from 500 
to 800 items a day. Many of them cost us several times 
that amount. Money received from these sales is used 


Left—A typical window dis- 
play at the same establish- 
ment featuring art wares in- 
cluding alabaster figures. The 
lighting effect is excellent 
and at the same time offers 
opportunity to also display 
some of the attractive lamps 






to buy new, fresh goods, for a constant flow of new fresh 
goods is the very life blood of a store, more especially a 
gift department.” 


How They Sell Gifts in the Fischer Galleries 


Next door is another good jewelry store, that of 
Fischer Bros., T. H. McClure speaking: 

“Five years ago we began to fool around with Chinese 
porcelain temple jars, using them more for their artistic 
display effects than as articles of merchandise. People 
liked them and bought them. That was the start of the 
“Fischer Galleries.” We are fortunate in owning our 
entire building so the entire second floor was converted 
into the. Galleries. To separate the various types of 
articles, three large connecting rooms were made. Deco- 
rations by a very fine artist helped the attractiveness of 
the shop. The front room is a general room for the ° 
open stock of dinner and glassware. By having the col- 
ored glass cases against the windows, so the daylight 
comes through, the beauty of the glass is brought out. 
Stemware is carried in samples only. By having a full ‘ 
range of novelties on the center tables many extra sales ‘ 
are picked up. The next room is fitted out as a dining ° 
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room with a table all set just as it should be. There is 
only hand-made furniture in this room. This is used 
primarily to form a proper background for the silver, 
but when customers want to purchase it, we sell it and 
replace it with something different. The rear room with 
its mantel offers a fine place for the display of china, 
porcelains, vases, lamps and other mantel ornaments. 
We have found that the Galleries have proved to be a 
direct help to all other departments in the store, instead 
of being a competitive department.” 


Gift Department the Salvation of the Jeweler 


L. C. Leach of Chattanooga, says of his department: 

“The gift department is the salvation of the jeweler, due 
to the changing conditions. 
One, however, has to be 
mighty careful of his buying 
program, else he will find that 
he has an unsalable collection 
of junk. Attractive merchan- 
dise in windows, dressed as 
well as an interior decorator 
would, will create proper at- 
mosphere. There is one great 
danger to guard against and 
that is not to get too artistic. 
One must not lose track of the 
many $3 and $5 sales by lov- 
ing the $150 bronzes too well. 
‘The bronzes may be beautiful, 
but one would starve to death 
trying to sell them in the 
average small town. It is the 
steady sale of $3 to $10 arti- 
cles that keeps the wolf from 
the door. Close attention paid 
to one’s gift department will 
prove that it is possible to 
turn the capital four times as 
fast .as in the silver depart- 
ment. Items in gift depart- 
ments that show a tendency to 
grow stale should be immediately moved. The best way is 
to quietly offer them to some of the store’s regular cus- 
tomers rather than to feature them in windows, which 
is apt to give the store a junky appearance.” 


Balcony Art Gallery in This Store Increased Sales 
Volume Fifteen Per Cent 


H. S. Blum, M. I. Lusky Jewelry Co., 
this to say: 

“While this store does not have a gift department, it 
does have a very fine Art Gallery, which is housed in a 
specially made balcony. A broad flight of stairs, well 
lighted by lamps on the landings, makes the ascent in- 
viting. Our gallery has been in operation about a year 
and has been the direct means of bringing many people 
into the store who never would have come here other- 
wise. . A check-up proves that the sales volume through- 
cut the store has been increased 15 per cent this past 
year and a large part of that is due to the gallery. No 
great stress has been laid upon advertising this depart- 
ment, but the increase in sales is attributed in a large 
measure to the way in which the merchandise from this 
department is displayed in the windows. We are fortu- 
nate in having 96 running feet of show window space, 
as we occupy a corner location. Often one of the side 
windows is devoted to one or several novelties from the 
art department but, more often, items from this section 
are judiciously mixed in with the regular display. For 
example, in a silver window the use of several lamps 


these 


they 


gram.” 


what they say. 


Nashville, has 


if What Some Other Jewelers Say 
CONDENSED summary of 


interviews shows that 
successful gift merchandising must 
be more carefully done than in any 
other department of the store in 
order to keep the stock moving. As 
one southern jeweler says 
in our Gift Department are much 
like our biscuits down this way— 
are no good unless they are 
hot.” “The Gift Department 1s the 
salvation of the jeweler, 
changing conditions, 
jeweler, “but,” he adds, 
be careful about his buying pro- 
Other jewelers who con- 
duct gift departments also give valu- 
able advice in this article. 


will not only furnish added light and color and help to 
show the gleam of the silver, but will also sell the lamps 
themselves.” 


He Keeps His Gift Stock Up to Date 


A. 8. Pfleuger, Roanoke, Va., has had a gift department 
for the past two years. He says: 

“T find it to be to my advantage to go to the market 
and to the gift shows so as to pick up novelties that are 
not peddled all over town. To compete with the gift 
department of a department store, one must have ex- 
clusive items and have them arriving in his shop in the 
same ratio as he sells them. Often the reason a gift de- 
partment goes dead is because the stock is dead. Cus- 
tomers have seen the same 
things for so long that they 
are as tired of them as is the 
jeweler, so they put him down 
as an old fogey and trade else- 
where. Our store was high 
enough studded so that it was 
possible to make a selling bal- 
cony in the rear. 

“First we started out trying 
to sell greeting cards up there, 
but not enough people would 
walk up the broad flight of 
stairs to make it profitable. 
Then came the idea of con- 
verting it into a gift shop. The 
big surprise came over the 
lost sales, for people looked 

to us for better merchandise 
than we anticipated. After 
learning this lesson the stand- 
| ards were gradually raised, 

but still in keeping with our 
clientele. Our experience 
proves the possibilities of a 
gift department to be only 
limited by the vision and the 
merchandising ability of the 
jeweler. There appears to be an unlimited demand for 
bridge prizes and various small gifts for all sorts of 
purposes. If a jeweler can rightfully obtain a reputa- 
tion for having the newest things in his gift department 
it will strengthen his sales in every department in the 
house. We know that we have sold many a piece of 
jewelry to people who were attracted to our shop by the 
gift department. Our reluctance in opening a gift de- 
partment at first was based on the objection that it 
would cheapen us in the eyes of our better trade. This, 
however, was an entirely mistaken conception of facts 
on our part.” 


Selling Unusual Toys in This Gift Department a 
Good Advertising Medium 


T. W. Johns of the Ryland Jewelry Co., Bristol, Va., 
says: 

“The battle of whether to make over a little used sec- 
ond floor into a gift department was finally won by my 
partner a little over a year ago, but, unfortunately, he 
he did not live to see that he was right. On the opening 
day over a thousand people attended, many of whom had 
never been in our place before. The average jewelry 
store does not offer very much to the woman shopper 
who wants to see something new but not too expensive. 
We have found that by suggesting colored glassware for 
bridge prizes a continued trade in it has resulted. A 
woman receiving one piece will want something else to 
match it, so an almost endless chain of buying is started. 
(Continued on page 104) 
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The attractive 
store of P. J. 
McNeel Jewelry 
Co., San Antonio, 
Tex. 


This concern fol- 

lows the policy of 

price maintenance 
religiously 


How (reative Effort 
Sells High-grade Jewelry 


Texas Jewelers Report Increase in Gold and Platinum Jewelry Sales 


66 T( AINTAIN absolutely one price to all” is 

the business policy adopted by the P. J. 

McNeel Jewelry Co., San Antonio, Tex., ac- 
cording to Mr. Henry L. Panroast, secretary and treasurer 
of the concern. “All goods are marked in plain figures,” 
said Mr. Panroast in a recent communication to the editor 
of the Storekeeping Department. ‘‘We advertise con- 
tinually and do our best to use as much creative effort 
as possible. We do every thing to keep our sales force 
on their toes all the time and give our sales people an 
incentive to work for. Our aim is to keep sales up and 
overhead down and we always buy with the idea of in- 
creasing our turnover. We have never conducted a sale 
or auction.” 

The McNeel Jewelry Store is very attractive and 
measures 90 feet by 25 feet. The front store space has a 
total depth of 140 feet. The office, shipping and manu- 
facturing departments are located in the rear. A neat 
balcony is arranged over the shipping department and here 
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The gift shop is 

located on a neat 

balcony aver the 

shipping depart- 
ment 









The McNeel 
Jewelry Co. uses 
newspaper adver- 
tisements three 
times a week 





















the gift shop is located which the concern finds very 
profitable. The firm has four attractive show windows and 
these are changed twice a week. 


HE advertising appropriation is figured at five per 

cent of the gross sales. Newspaper ads are published 
three times per week. The newspaper in fact is the 
concern’s only form of advertising. The advertising copy 
is keyed up to the different selling occasions throughout 
the year and is always kept timely. Space is also used in 
out of town papers published in cities from 150 to 200 
miles from San Antonio. 

The firm reports an increase in the sale of gold and 
platinum jewelry. There is a brisk demand for costume 
jewelry in this section and the McNeel Jewelry Co. has 
recently added a well chosen assortment in which it reports 
an excellent business. The firm has been engaged in busi- 
ness for 16 years. Four watchmakers are employed in 
the repair department. 








A turnover of 3% in watches, 2 in diamonds, 
The merchandising story in connection with this will be published 
It is worth reading. 


exceptional for a jeweler. 
shortly. Be on the alert for it. 








1% in platinum jewelry and 21% in silver is 
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The Recognized Authority of the Trade 


v 

















The Importance of the State Association 


OMMENTING on the recent editorials in THE 
C JEWELERS’ CIRCULAR as to the necessity of con- 

tinuing and preserving the state retail jewelry 
associations, the secretary of one of the oldest state 
associations of the east calls attention to the fact that 
the very business life of the jeweler today may de- 
pend upon these state associations, in protecting him 
from adverse legislation that may be proposed at any 
moment. National, local or regional groups may be 
of value in developing some phases of the jewelry 
business, but time and time again the retail jeweler 
is concerned with the problem that relates only to 
himself and his brother jewelers in his state and in 
which no interest is taken by jewelers even across 
the border line. 

As this correspondent (who has been secretary of 
the association for the last 18 years) points out, the 
history of the work of this body during that time is a 
history of achievement in matters that directly affect- 
ed the jewelers of that state and cover such work as 
curbing unfair attempts at state taxation, fighting 
proposed license fees, getting proper local auction 
ordinances and auction license taxes, cooperating with 
local advertising clubs in the elimination of false and 
misleading advertising, curbing attempts at unfair 
taxation by local bodies and a host of other matters 
‘in which no help could be asked or cooperation so- 
licited from anyone but the jewelers within the state 


boundaries. The state association, he well says, not 
only stands ready at all times to work in the interest 
of the jewelers within the commonwealth, but it also 
stands as a powerful backing to the local and district 
organizations in the work of correcting abuses within 
their territory. Often the local organizations could 
not exercise an influence sufficiently powerful to get 
consideration from their own governing bodies, from 
prosecuting officers or courts were it not for the back- 
ing of the state body, which they could call upon. 

All that is said about this particular organization 
is equally true in principle of the other state organi- 
zations, many of whose secretaries can tell a similar 
story. Even in cases where the state body has not 
been as strong as it ought to be, the fact that it was 
there and could speak in the name of the jewelers 
of the entire commonwealth has been a great help to 
the local bodies that needed assistance in their fight 
for honest business methods or against oppressive 
measures. 

One should not minimize the importance of the 
local or district organizations, but as important as 
these are, the state body is even more so today; in fact, 
without the state associations neither the local asso- 
ciations nor the national organization would be in a 
position to function 100 per cent. In other words, 
the state association is the key to the organization 
movement in the industry, and the jeweler who has 
the interest of the industry at heart will see to it 
that these organizations are in no way weakened in 
membership, finances or influence, but are conserved 
and developed in every way possible and that their 
affiliation with the national body is in no way inter- 
fered with. 





The Status of National Legislation Covering 
Price Maintenance 


N answer to the questions from a number of sub- 
I scribers as to the proposed national legislation to 

legalize resale price maintenance, received in the 
past week, it should be stated that this legislation 
remains in suspense until the regular session of the 
new Congress next December and not the special 
session in April as already explained in these col- 
umns. No action was taken on the Capper-Kelly 
bill at the last session until the closing days when 
the House Committee on Interstate and Foreign 
Commerce received the recommendation of the sub- 
committee headed by Representative Merritt of Con- 
necticut, that the bill be favorably reported to the 
House for passage. That the bill was not reported 
out by the committee has little significance as ad- 
journment of Congress was so near at hand. A 
measure that does not pass both House and Senate 
dies with the expiration of Congress. 

Advocates of the measure claim that the failure of 
the Federal Trade Commission to complete its inves- 
tigation on resale price maintenance and submit the 
report in its entirety to Congress had the effect of 
delaying action on the Kelly bill by the House Com- 
mittee. They feel, however, that the preliminary re- 
port submitted by the Commission unquestionably 
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will help to educate members of Congress and the 
public generally as to the need for such legislation. 
They regard a campaign of education as necessary 
before remedial legislation can reasonably be ex- 
pected. Proponents of the bill believe that the senti- 
ment of the members of the House Committee which 
has it in hand was generally more favorable during 
the past session than in any previous session, and 
that the bill gained more friends among members of 
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A Telling Point for Cuff Links 


EWELERS who feel that the styles in men’s 
J shirts with the use of the mother-of-pearl] but- 
tons on the sleeves, are already hurting the cuff 

link business and fear that it may eventually lead to 
the neglect of the cuff link entirely, should take heart 
from the note from London published in another 
column, to the effect that the Prince of Wales has re- 





Congress generally in re- 
cent months than at any 
time in the past. The bill 
will be reintroduced in the 
new Congress and will be 
taken up by the House 
Committee on Interstate 
and Foreign Commerce 
when reorganized. It is 
not likely that the com- 
mittee will be organized 
for the special session 
which convenes April 15 
as that session has been 
called by President 
Hoover to consider only 
such legislative business 
as is recommended by 
him, namely, further farm 
relief and limited changes 
in the tariff. The consid- 
eration and enactment of 
such legislation will re- 
quire the organization of 
only a few committees of 
the House, such as the 
Ways and Means Commit- 
tee, the Committee on 
Agriculture and the Com- 
mittee on Rules. 

It is expected that the 
Federal Trade Commis- 
sion’s complete report on 
its investigation of resale 





A Feature That Is Appreciated 


DonavaNn & SEAMANS Co. 
Jewelers and Stationers 
Platinum, Gold and Silversmiths 
Los Angeles 


“Along Fifth Avenue With Dame Fashion” is 
very interesting to us out here on the Coast, as 
we like to keep in touch with Fifth Avenue as 
well as Hollywood. 

We are sending you, by mail, one of our 
Thirty-fifth Anniversary booklets, which we are 
sending to our customers for Christmas shop- 
ping. We have found this a good way to reach 
a selected list of customers. 

Wishing you every success, we remain 


Sincerely yours, 
DONAVAN & SEAMANS CO., 
By J. G. Donavan, Pres. 


* * * 


We are gratified that our old and esteemed 
subscribers on the Pacific Coast find this feature 
of THE JEWELERS’ CircuLar so valuable and also 
for their good wishes. Donavan & Seamans Co. 
have built up a reputation in their career of 35 
years as progressive and dependable jewelers 
and have grown more enterprising and pro- 
gressive as the years go on. We hope that other 
jewelers may find the news notes from week 
to week from Fifth Avenue equally valu- 


cently bought himself a 
pair of beautiful links for 
evening wear, exclusively, 
each link consisting of 
four diamonds set in plat- 
inum with a sapphire cut 
in cabochon, as a center- 
piece. During the day, 
says this report, the 
Prince wears plain gold 
links and enameled links 
when he goes riding or in- 
dulges in sports. It would 
seem from this that En- 
gland’s arbiter of fashion 
in men’s apparel and 
jewelry not only gives no 
consideration to the 
changes which the shirt 
people are trying to force, 
but emphasizes strongly 
the necessity of men not 
only wearing cuff links 
but using different links 
for different occasions. 
Such news may seem 
trivial to the ordinary 
merchant, but the enter- 
prising jeweler will see 
the importance of calling 
this to the attention of his 
customers and of his local 
newspapers and having 
the facts broadcasted as 





price fixing, together with 
its recommendations for 
legislative action, if any, 
will be ready when the 
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able to them in their business.—Editor of THE 


generally as possible. It 
is small things that affect 
fashion, particularly as 
far as the taste and pref- 








House Committee on In- 
terstate Commerce starts functioning in December. 
In the meantime, Senator Capper, sponsor of the 
price protection bill in the Senate, may succeed in 
bringing up the bill for hearing before the Senate 
Committee on Interstate Commerce during the spe- 
cial session this spring. The organization of the 
Senate differs from that of the House, in that the 
upper chamber is a continuing body and its commit- 
tees permanent, whereas the House organization is 
set up anew in each succeeding Congress. Senate 
committees consequently will function during the 
special session if there is any legislation which Senate 
leaders agree should be taken up. Reports from 
Washington say it is doubtful, however, whether such 
legislation will reach the floor of the Senate. 


erence of leaders in fash- 
ion go. A little announcement, apparently of no im- 
portance, is credited with putting a “crimp” in the 
sale of scarf pins and had the jewelers, at that time, 
taken action to make the public see that the scarf pin 
was a necessity as well as a luxury—that it was in 
good taste instead of passé, many hundreds of dol- 
lars in sales might have been gained by our mer- 
chants. 

The time to fight the tendency against the use of 
cuff links is now and no better ammunition to do so 
has been put in the jeweler’s hands than this infor- 
mation about the Prince of Wales, which he can help 
make universally known to all the people whose taste 
is affected by stories of this kind. Now is the time 
for the jeweler to act. 
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eMerchanaising for Profit 


Article II—The Operating Expenses 


By Ernest A. Burrill, Chairman 
Plan and Scope Committee, National Advertising Fund of the N. S. R. A., and Educational Adviser, National Shoe 
Retaiiers Association 


(Continued from issue of March 7) 


critics of operation reports is to take an immediate 

and quick shot at the expense account. “Cut your 
expenses until they are down to a figure which will show a 
profit,” is the hard-boiled look which is often taken at 
such figures. Everyone in business knows it is far easier 
to create an expense account than to correct it. There is 
no person who can make a better analysis of an expense 
account than the store owner himself, if he will but face 
the situation in an unprejudiced and sincere attitude. 
There are some items which are 


0: of the favorite indoor sports of analysts and 


are. Perhaps the best basis for this comparative look is 
obtained from the figures which were put together in the 
retail survey of 11 important cities, made by the United 
States Chamber of Commerce for the year 1927. This sur- 
vey, made by representatives from the census bureau, ob- 
tained figures from every line of retail business, large or 
small, in these 11 cities. The cities covered were Atlanta, 
Ga.; Baltimore, Md.; Chicago, Ill.; Denver, Colo.; Fargo, 
N. D.; Kansas City, Mo.; Providence, R. I.; San Francisco, 
Cal.; Seattle, Wash.; Springfield, Ill., and Syracuse, N. Y. 

Over four billions of total retail 





absolutely fixed and unalterable, | 
but a $20,000 expense budget is_ | 
a lot of money. In more cases. | 
than commonly supposed the | 
leaks and wastes in operating | 
costs are not in the large items— __ | 


they are in the pennies wasted yi Sa iain ata 
in the many small items. --cisgegg ll dealal alah 
ROMNONDES 5 on wis 0 KC 


Herewith we print the con- 
densed grouping of expenses as 
printed in the opening chapter, 
these percentages being identical 
to those reflected in the group 





Chart No. 1 
Operating Expenses in Typical Jewelry Store 


Salary and Wages .. 


All other expense ... 


Total expense .... 


volume formed the basis of this 
survey. 

The average wage paid for all 
stores was $1,370 per year, the 
lowest being in variety stores, 





cree pss pie | $797, and the highest in optical 
idan Saaee Sea | stores, $2,074. In the jewelry 
TTT »8: ~~, | Stores the average figure was 
owens waar ti | $1,787, the lowest in Denver, 
cece ’ “| ‘$1,514, and the highest in San 
... $21,384 39.6% | Francisco, $2,033. The percent- 


age for payroll other than pro- 
prietor was not separated, but 





total of the Harvard report for 
the 230 stores, and then reduced to the average volume of 
$54,000. ; 

As with most retail businesses, the payroll constitutes 
by far the largest item in the list of expenditures. This 
payroll figure includes salary for the proprietor in addition 
to the selling force. It is not possible to standardize the 
division between proprietor’s salary and the rest of the 
payroll. Only a relatively few of the stores reporting des- 
ignated this division. In this group where the division was 
made, the proprietor’s amount was 6.8 per cent of sales and 
all other wages 11.3 per cent. Converting these percent- 
ages into figures for this $54,000 store, the amounts would 
be $3,672 for the proprietor and $6,102 for the rest of the 
payroll. 


T is obvious that if the owner or owners of a business 

choose to establish substantial salaries for themselves 
during the year, they cannot also expect that the total op- 
eration will show substantial earnings in addition to sub- 
stantial salaries. The nearest way to establish a fair 
amount is for the owner of the business to look at the situ- 
ation as though he were hiring a competent manager to 
take full charge, and adjust his own drawing account ap- 
proximately to the amount that he would be willing to pay 
for such competent supervision. 

Before commenting upon the rest of the payroll, it may 
be well to take a look at some other kinds of retailing to 
see what the payroll costs outside of proprietors’ accounts 


the total combined payroll for all 
kinds of stores was 12.9 per cent. For the jewelry stores 
the combined figure was 12.64 per cent. At first this fig- 
ure seems startling compared with the 17.8 per cent re- 
flected in the jewelry store figures from the Harvard sur- 
vey. The explanation undoubtedly lies in the fact that the 
Chamber of Commerce survey was for all jewelry stores, 
high grade or low grade, small volume as well as large, 
while the Harvard report is based on a selected group of 
230 stores, presumably all or most of them dealing in a 
higher than the average grade of merchandise. 


HUS we can only present the important figures with- 

out establishing any particular average, although this 
definite suggestion can be made: Every jewelry store, 
whether with a high or low selling cost, can and should do 
this thing. For every person who sells there should be 
figured out his exact selling cost, by dividing the total 
amount of each sales ‘person’s annual sales into the total 
compensation of that person. Making due allowance for 
duties other than selling, this study will provide a basis for 
each store owner or manager to know who are high and 
who are low, and to act in each individual situation accord- 
ingly. 

Retail jewelry stores reflect an average of 5 per cent for 
rental, according to the Harvard figures, with a range from 
a low of 3.3 per cent to a high of 6.7 per cent. There are, 
of course, some exceptional cases of as high as 10 per cent 
rent in large cities where a big volume is done, and where 





Successful Retailing demands diligent study of fundamentals. 


Read these articles carefully 
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other items of expense are lower. 








men, new merchandise, or a trip 


There are some other 10 per cent to Europe. 

rental figures, but these are due ie Chart No. 2 

to sub-normal volume. To illus- Advertising Percentages in Typical Jewelry TOE now come to the other 
trate, 2 $30,000 volume in a $3,- — For-Gont Sipeun item in the expense account, 
000 rent is a 10 per cent rent. Year for Advertising namely interest. In the total 
snd sot the hign' ome | 1am a pment es 
u ’ . Y/ " 

Build this volume up to $50,000 1925 3.4% of sales. It shows a range from 
and a 6 per cent rent is the re- uae 3.5% a low of 3.9 to a high of 6.9.° 
sult. Generally speaking, the 3.47% Both in its average and in its 








jewelry industry is not burdened 
with excessive rent ratios. 

Skipping over the two items of advertising and interest 
for the moment, the other expense item is miscellaneous 
at 7.9 per cent. There are four items in the miscellanous 
column, each of which absorb nearly 1 per cent each. 
These items are (1) heat, light and power, (2) taxes, (3) 
insurance, and (4) repairs and depreciation on store 
equipment. In the survey, these four items total 3.5 per 
cent or $1,890 in this average $54,000 store. 


DVERTISING appropriations in jewelry stores, ac- 

cording to the Harvard survey, reflect a percentage 
of 3.4 per cent for 1927, or for this $54,000 store a money 
: total of $1,836. This had a range from a low of 2 per cent 
: toa high of 4.8 per cent. Although the survey made sev- 
eral groupings of the returns according to size of city, 
turnover, installment sales, etc., it did not carry through 
on advertising to see if 


high and low it runs about in the 
same ratio as annual rent. In 
this $54,000 store it shows a total of $2,970. The com- 
ment in the report itself is as follows: “The total interest 
figure in each case included interest not only on borrowed 
money, but also upon the firm’s own net investment in the 
business. This net investment is arrived at by deducting 
the outside liabilities from the total assets.” 

Here is a situation which opens up a wide ground for 
discussion. It is apparently a common practice in the 
jewelry industry as well as other retail lines to include a 
charge for interest on investment. Where the ratio of stock 
to sales is so large as in the jewelry business it becomes a 
large item, whereas in a grocery business it would not be 
large. It has always seemed to the writer that where a 
merchant charges interest on investment at 6 per cent and 
then expects the business to show a fair percentage of 
earning beyond that, that he is really expecting a double 
return for his money. 











Interest paid to a bank 


there was any better 

showing made by the high a or to a creditor is one 
pr cent advertisers isi acai | thing, and is not in the 
against the low per cent More Advertising—More Sales ' sgeope of this discussion. 
advertisers. — After In the figures we have 
oo, the ee eo peri- a $50,000 $60,000 | been using the bank loan 
od during which the sur- Gross profit ........ 20,000 40.0% 24,000 40.0% | of $5,000 and the overdue 
veys have been made, Adverts 66.605... 1,800 3.6% 2.800 4.7% | part of the merchandise 
| Gere has been a steady All other expense .... 16,400 32.4% 16,400 27.3% | indebtedness, which might 
: though slight increase in atolls on be | be $10,000, would form a 

| th Misity bud : Total expense ....... 18,200 36.0% 19,200 32.0% j 
| e publicity budget, as NET PROFIT ....... 1,800 4.0% 4,800 8.0% ae << a 
would properly bear inter- 


shown by the accompany- | 
ing five figures. tai 


est totaling $900 a year 





At this point the writer 
will make what may seem to be a dangerous comment, yet 
is nevertheless sincere. That there is waste in advertis- 
ing in the jewelry store is probably as true as in the shoe 
store or any other business. However, if 10 per cent more 
volume is the one big thing which will tend toward setting 
jewelry stores right as to their earnings, there are but 
two ways to get that additional volume, and that is 
through better personnel salesmanship and better printed 
salesmanship. There cannot, of course, be any guarantee 
that $1,000 of extra publicity will produce a certain 
amount of sales. There is a theory, which also has its 
practical side, in other lines of retail effort, which pro- 
aims that if a store sets out to increase its volume to a 
certain point, it can afford to budget 10 per cent of that 
expected increase to get it. In other words, here is a $50,- 
000 store with a normal advertising budget of $1,800 or 
3.6 per cent. This store needs a $60,000 volume, or a $10,- 
000 increase. It is argued that in carrying out this pro- 
gram the store can afford to budget $1,000, or 10 per cent 
of the $10,000, to get that increase. Perhaps this can best 
ee by complete figures, of the “before and after” 

e. 
“A pretty theoretical picture,” some may say. Correct, 
no doubt. But there is one thing not to be overlooked, 
that any plan which will add $10,000 in sales and increase 
net profit from $1,800 to $4,800, is certainly worth $1,- 
000 cost, whether it be advertising, windows, better sales- 





and is a cost of doing 
business. However, to make up the total of 5.5 per cent, 
it is apparent that this is 6 per cent interest on the entire 
assets which totaled $47,460. Six per cent interest on this 
amount is $2,847, or approximately the 5.5 per cent under 
discussion. Should a jewelry store or any other store ex- 
pect the investment in its assets to show a 6 per cent bank- 
ing return as well as a fair percentage of operating re- 
turn? It looks like a double-headed proposition. Indebt- 
edness interest, yes; but investment interest, question. It 
is easy to see that the 1.9 per cent of net gain would be 
materially larger if the interest on investment amount were 
added to it. This should be borne in mind, even if there is 
no change of policy, when there is restlessness as to the 
smallness of net earnings. 
The next article will treat of gross profit margin and 
turnover. 





Coming to You 


MAN engaged in advertising and selling jewelry 

for many years believes that jewelers, cooperative- 
ly, have not made the most of their opportunities and in an 
article to appear soon in THE JEWELERS’ CIRCULAR he 
will tell how better results may be obtained in the face 
of sharp competition. Jewelers instead of fighting each 
other should fight for each other and against abuses 
which have been unchecked by efficient cooperation. 






































































































public. 


The show win- 

dows of the J. J. 

Sweeney Jewelry 

Co. have a “wel- 

coming” appear- 
ance 


The firm’s present 
location has be- 
come well known 
as “Sweeney’s 
Corner” 


HE J. J. Sweeney Jewelry Co., Hous- 

ton, Tex., are meeting present day 
e<onditions successfully with advertising. 
But it is not the old-fashioned conserva- 
tive type of advertising intended merely 
to keep the name of the firm before the 
Neither is it the sensational 
type so often met in these jazzy days. It the advertising—there is dependable 
is just plain, common-sense advertising 
of something the people should have to 
fill a need or to gratify a desire. 

The Sweeney Jewelry Co. believe in 
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Fig. 1 Fig. 2 


By Advertising 


advertising—in newspaper advertising 
—in direct mail advertising—in all 
kinds of advertising. And why not? 
They find their business growing year 
by year—due in great part to the adver- 
tising done. Of course there is the in- 
tegrity of 54 years of business behind 


merchandise—and aggressive merchan- 
dising methods. Advertising can only 


be effective when there is something be- 
hind it; otherwise it will be but a flash 


advertising. 























A cheerful store front with inviting show windows 


ers FUTY-THey CHRIST gs | 





Meeting Modern (ompetition 


Aggressive Methods of Sweeney Jewelry Co., Houston, Texas 


in the pan. On the other hand, integrity 
of purpose, quality of merchandise and 
a desire to be of service to the publie 
will blush unseen unless publicity is 
given to the business. 


HE Sweeney Jewelry Co. divide their 
advertising appropriations roughly a 
follows: 15 per cent direct mail adver 
tising, 15 per cent in local magazines, 
and 70 per cent in newspaper display 
This firm finds this pro 


The public is con- 
stantly reminded 
of distinctive 
merchandise at 
popular prices 


About 70 per cent 

of the advertising 

appropriation 1% 

used for newspa- 
pers 
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portion about right for their needs. They 
use 5000 inches in the Houston news- 

pers each year. This amount of space 
js apportioned to the business needs of 
the moment. During November and De- 
cember they have a daily display adver- 
tisement in at least one of the Houston 
newspapers, and during the less busy 
periods the advertisements are not so 
frequent. In this way the advertising 
reaches the people when they are in a 
buying mood, when sales resistance is at 
its weakest, and the individual prospect 
is most easily influenced. 

It is not the amount of space used 
that gives advertising its greatest value, 
but the method of presenting the mer- 
chandise offered for sale in the space. 
It is the experience of all advertisers 
that the space occupied must be suffi- 
ciently large to be noted at a hasty 
glance through the newspapers. There 
is a competition between advertisements 
in every newspaper, and the jeweler’s 
advertisement must compete with others 
for attention, in the first place, and in 
interest after that. In plain words—the 
advertisement must be seen and read or 
it will not be effective. 

This advertising is attractively laid 
out. Good illustrations are used and 
white space is made to bring the type 
matter into prominence. The merchan- 
dise is described in a manner to create 
a desire for it. Sensational announce- 
ments are studiously avoided, and goods 
are described exactly as they are. 


HE human interest appeal is very 
strongly stressed in all the advertise- 
ments of this firm. Experience has 
proved this to be the best method of 
presenting jewelry and the jeweler’s 
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merchandise to the public. Much more 
attention is given to presenting the hu- 
man side of jewelry than its technical 
phase. The modernistic note is present 
in all the ads. Readers of the adver- 





DIAMONDS SPEAK THE 
LANGUAGE OF LOVE 
AND REMEMBRANCE 





As the gift season approaches think seriously of 
diamonds, and thinking of diamonds turn nat- 
urally to Sweeney's where you will find an un- 
usually wide and appropriate selection of beau- 
tiful stones and mountings. 





Deferred payments may be arranged 


[Sweeney konelry Co, 


” jeo MAIN STREET CORNER CAPITOL & 


IT.CAME FROM SWEENEY'S! 











Right keynote for diamond setting 


tisements recognize the up-to-the-min- 
uteness of the offerings at the first 
glance. 

The entire absence of such out-of-date 
phrases as “pure white,” “flawless,” 
“perfect cut” and similar misleading ex- 
pressions, that are discounted a thousand 
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per cent by readers of advertisements, 
gives the diamond ads a confidence-in- 
spiring tone. In place of these worn-out 
and meaningless paraphrases of the 
truth there is a human interest appeal 
that is almost irresistible. What woman 
—what man—can read the opening’ 
headline of this advertisement without 
thinking of some hand he, or she, would 
like to thrill in the manner suggested? 
Who would not read the rest of the ad- 
vertisement to see what it is all about? 
And, who would not become more inter- 
ested in the proposition as the sugges- 
tions given in the text are read? 

The question asked by the advertise- 
ment, “Where is the hand that would 
not thrill to the sparkle of such gems as 
these?” can only be answered in one 
way. No one will admit that a hand of 
relative or friend would not be more 
beautiful if dressed in an appropriate 
gem. This glowing picture of a charm- 
ing hand is followed up with the injunc- 
tion to get it at Sweeney’s. 


§ bare advertisement occupied a space 
of 40 inches, 10 inches deep across 
four columns, and there are only two 
special items mentioned. Most jewelers 
would make a mistake here—too many 
items would be introduced, items that 
would compete with each other in a way 
to nullify the advertisement’s effective- 
ness. Prices are given—definitely, not 
price ranges. In the one case the reader 
is informed that a moderate priced ring 
can be had at $100, in the other one at 
$875 is offered. Only a dunderhead 
would think this firm had none in be- 
tween these prices. 

If more jewelers advertised diamond 

(Continued on page 46) 





Type of folder 

used during holi- 

day season by the 

‘oat Jewelry 
0. 


Fifteen per cent 
of the advertising 
appropriation is 
devoted to direct 
hy mail advertis- 





NOW BEING DISPLAYED BY SWEENEY 


eo D> %, 


A sparkling gem for a fastidious finger— 
Diamond solitaire from $25.00; to $3700.00 


Let your quest for gifts start now 
—at Sweeney’s. There you will 
find such a wide variety of suit- 
able offerings for old or young, 
man or woman, boy or girl. Pre- 
cious diamonds and other rare 
stones, distinctive silverware, 


A varied assort- 
ment of merchan- 
dise is illustrated 
and priced from 
$1.50 to $3,700 


A variety of of- 
ferings always 





modern costume jewelry, beau- 
tiful and dependable watches, 
fine china, smart leather goods. 


ng A wealth and a variety of offer- 

ings any of which will cause the 
exclamation: “How thoughtful, 
and how well selected!” Do your 

diane Reade 0Gd os Os ese Christmas shopping early—at 

l'his folder bore tongue. Many colors, many stones, many Sweeney’s. 

the terse title oe 

“Consider this.” “Deferred payments may be arranged” 


Several thousand 
were distributed. 
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{1 Sweeney kenelry Co, 


7700 MAIN STREET CORNER CAPITOL © 


“IT CAME FROM SWEENEY'S” 








Many designs. No one ever had too much 
silver. 


ste) 


This exquisite wrist watch is a long living 
symbol of affection and thoughtfulness. 
Diamond set $60.00 to $2000.00. White 
gold $40.00 to $100.00. Gold filled $35.00. 


& 


enhances the ef- 
fectiveness of a 
holiday folder 


A prestige of 54 
years is behind 
this advertising, 
which has much 
human interest 
appeal 


& 





Fig. 4—Form of folder distributed by Sweeney Jewelry Co. 
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Meeting Modern Competition By Advertising 


rings in this manner there would be 
more diamond rings worn. A chain of 
similar advertisements from coast to 
coast would make the whole nation gem- 
conscious and business would be given 
an immediate impetus toward higher 
levels. 

In a newspaper advertisement 12 
inches deep across four columns the 
Sweeney Jewelry Co. informs the men 
of Houston that “It takes more than 
Evening Clothes to make the Correctly 
Attired Man.” This advertisement, il- 
lustrated in Fig. 2, shows the same 
smart appearance as the other, the same 
well-balanced proportions of white space 
and text. The absence of crowding is 
very noticeable and invites the busy man 
to read, because he immediately gets the 
impression that it is but a matter of mo- 
ments to do so. 

It will be noted that the border orna- 
ment found in this advertisement is to 
be seen in all the advertisements of this 
particular season’s advertisements, ty- 
ing them together in a continuous chain 
in the public mind. Continuity is se- 
cured through this little touch of art, 
because anyone who has read a former 
advertisement will think, “Here is a con- 
tinuation of the message I started to 
read.” 

While the Sweeney Jewelry Co. make 
a practice of advertising some definite 
article in each advertisement, at Christ- 
mas time the effort is made to indicate 
variety, a very strong appeal when peo- 
ple have many gifts to purchase. The 
silverware advertisement reproduced in 
Fig. 3 includes all classes of silver, ster- 
ling and plated ware. It is comprehen- 
sive in appeal, reaching the person with 
but a few dollars to spend, as well as 
those who have a great deal more. 


HE china advertisement occupied 14 
inches space, seven inches in depth 
across two columns. It is worthy of 


(Continued from page 45) 


mention that the merchandise that is 
less valuable, that will produce the 
smallest returns in sales and profits 
should not cost as much to advertise as 
the wares that mount up into large 
sums. Where the jeweler uses the same 
amount of space in each issue of the 
newspaper the small item is played up 
to the public as much as the most ex- 





Up to the Minute Merchants 


HE merchant of today must be up to 

the minute and must show the public 
that he is. He does this by his window 
displays, good merchandising and _ at- 
tractive advertising. The J. J. Sweeney 
Jewelry Co., Houston, Tex., is an ex- 
cellent example of the up to the minute 
merchant and jewelers will undoubtedly 
read this article with much interest. 

The diamond advertising of the firm 
is especially noteworthy. There is in- 
spiration in the effective work which the 
other merchant is doing. Let’s study 
his methods assiduously. 





pensive merchandise. While some jewel- 
ers are compelled to use small spaces all 
the time because of their small appro- 
priation for advertising, there is no 
doubt that the size of the advertisement 
has a psychological effect on the reader. 
It is fitting that the most valuable ar- 
ticles should be given larger spaces than 
the least expensive; that they be made 
to appear more worth while. 

The direct mail advertising of this 
firm is as strikingly attractive as the 
newspaper advertisements. Manufac- 
turer’s advertising helps are used as 
much as possible, and one of the things 
lacking in these helps, according to the 


Sweeney Jewelry Co., is the Scarcity of 
good advertising cuts, especially of eq, 
tume jewelry. Firms manufactur; 
items of this nature could help the x. 
tailer sell a much larger quantity if 
good cuts were provided for newspaper 
advertising purposes. 


ieee folder illustrated in Fig. 4 wa 
folded twice and mailed in a squap 
envelope, just the size used by women jn 
their social correspondence. The title 
page contains but two words, “Consider 
these.” The back page has the Sweeney 
trademark in the form of a coat of arms, 
This little folder was printed in red and 
black, and illustrates a number of dif. 
ferent articles. As before stated, , 
variety of offerings is desirable in ql 
holiday advertising. However, the effort 
to illustrate and describe a number of 
articles has not led this firm to over. 
crowding, the advertisement is well laid 
out, and invites a reading. 

“Diamonds Speak the Language of 
Love and Remembrance.” This. adver. 
tisement (Fig. 5) was printed on Uncle 
Sam’s own private post card issue and 
mailed to all on the mailing list last 
Christmas. It bears the injunction to 
the reader to think seriously of dia 
monds as gifts, and informs her that 
they may be found in an unusually wide 
and appropriate selection at Sweeney's 
Post cards can be used very effectively 
in advertising. The chief requisite in 
this form of advertising is brevity. The 
message must be given, but in as few 
words as possible to insure a reading. 

Steady advertising of timely merchan- 
dise has built up the Sweeney Jewelry 
Co. to a place of prominence in its ter 
ritory. No mark-down sales are held at 
regular intervals, the firm only having 
had three special sales in twenty years. 

The Sweeney Jewelry Co. is meeting 
modern competition by advertising—g0 
and do likewise. 





Spotless Silver Sells Best 


66 / *LEAN, shiny silver that looks like it was fresh from 
the factory’s polishing bench, sells ten times as 


readily as dusty, finger-marked or scratched ware, 
“Many a silver and 


glass sale has been killed through not having the merchan- 


mented W. E. Fritz, of Quincy, Mass. 


dise in first class condition.” 


All that is not very new to most of us, but the Fritz way 
of keeping his stock spotless is interesting. First he puts 
all his stock in prime condition, then keeps it that way. 
The first part of this consists in taking an aluminum kettle 


”? 


com- 


A 


full of clean water and boil up a couple of teaspoonfuls of 


Gold Dust powder in it. 
mersed and cleansed, it is thoroughly wiped with a cleat 
soft cloth, then arranged in dust-proof wall show cabinets 


After the silver has been it 


GOOD wiping each morning with a soft dry cloth 
by the girls is enough to keep the stock in imme 
diate salable condition. When an article is shown a Clk 
tomer, there is always the assurance that it is in perfect 
shape, a mighty big thing in itself in developing sales 
confidence behind the counters. 


H. T. 
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A new jeweled hat ornament 


nme @4tched and graduated in size. 
cus § Nother diamond necklace, 
fet @ Signed by the jeweler who 
sales @“"V€8 the royalty of Europe, is 
distinguished by its unusual use 
{four immense baroque pearls 





look” there is a simple new recipe given 
out by fashion experts—put your jeweled 
le Te f mament, not on the side of the crown, but in 
ty if the middle of the back, just above the neckline. 
paper 4 smart Reboux hat is worn with an ornament 
holding in the little pleats that make the crown 
It follows well the good principles 
of hat designing, for the tilted brim is decora- 
an ite enough for the face, but it is the back, 
with no brim at all, that needs an ornament to 
sider § aye the plain line. The ornament on this hat is 
ceney B of white gold, platinum-like in color, with onyx, 
arms. § nd is made in two strips to give the appearance 
For this type of about-town hat, 
ad, g Bit is appropriately in simple geometric design 
a2 that is neither too elaborate nor too simple. 
effort § Jeweled and metal ornaments continue to be 
er of Mthe only approved decoration for a hat, in Paris. 
over- This is especially true of very small hats, where 
| laid anything but a flat ornament would detract from 
its smooth shape and where anything but jewels 
of B metal would pass unnoticed, says the Paris 
correspondent of the National Jewelers’ Publi- 


ity UE you want to give your felt hat that “Paris 
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A Paris brooch of cloudy crystal 
with motifs in diamonds and sap- 
phires 
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Jewelry ‘Zashion ‘flashes from Paris 


New Hat Ornaments, Pendant Necklaces and Earrings Catch Popular Fancy 


as beads—two at the front of 
the necklace, and one at either 
side of the throat. 

It will be noted that, ac- 
cording to the Paris idea, dia- 
mond earrings are to be pre- 





Pearls, Paris seems to have decided, are smartest when 
Following this decision, discarded 
dia Bparls are again appearing, but in new guises that fit 
The present interest is in 
wide baroque pearls, especially those of immense size. The 
ey’. Baverage sized hen’ egg would compare favorably with the 





pearl drop being worn, 
and is one of the most 
talked-of-necklaces in 
Paris. It hangs from 


a chain that is made 
of dozens of fine dia- 
carefully 


monds, 





1 | 


Large baroque pearls meet 
fashion’s favor 


ferred to pearls, when 
the harmonizing neck- 
lace includes 
stones. 
large and costly, are 
much in vogue in the 
ultra fashionable 
circles. 
articles consisting of big necklaces and heavy brooches, 
with single and “twin” pins, the latter with large heads, 
screwing into the pin. 
rather the name of “pendantif” than earring. They are 
large and hang low. They are designed in the modern 





both 
Earrings, 





A unique pendant necklace now 
proving popular 


They are part of the parures of substantial 


The fashionable earring deserves 


style and have a Parisian chic that is all their 
own. At a recent ball various new earrings 
were seen. The new models were worn by the 
elite of foreign society, as well as by the Paris 
leaders of fashion, both worlds being represented 
at the ball. The Paris jewelers made a special 
effort to outdo themselves in novelties on this 
occasion, in all kinds of jewelry, but the ear- 
rings were the most interesting feature of the 
evening, owing to entirely new models, or 
rather revivals of models being brought to light 
again, in a form more or less changed, after 
half a century of eclipse. These earrings con- 
sist of a pendantif, suspended at the end of the 
chainlet, six or seven centimetres in length. 
These chainlets are in platinum, in gold, with 
round, or elongated links, square or oblong, 
sometimes very massive, the form depending on 
the weight of the pendantif, or its apparent 
weight, as even very light enamel, if it has a 
heavy appearance, must be supported by large, 
massive looking links. Enamel is a substance 
much used for earrings, especially for the new 
heavy type on account of its light weight, and 
black and scarlet combinations are seen. 
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Last Minute Helps for Easter 


By Robert F. Nattan 
Washington Jeweler Used 75,0w 
Lines of Advertising in 1928 


R. Harris & Co., Washington, D. C, 





might be incorporated in a circular let- 
ter which you may want to send out to 
a well-selected list. At any rate, the 
thought is there for you to adapt ac- 


ERE are some ready-made ads which 
you may take to your printer and 
use in your newspaper. Make whatever 








changes you may desire to suit your par- 
ticular business. The ideas, moreover, 


Ad No. 1 





The Latest Jewelry 


for Easter 


UBSTANTIAL lasting jewelry of 

unusual attractiveness for the girl 
friend or friend wife is here with all 
the newness of Spring. 

Necklaces set with colored stones to 
harmonize with one’s individuality and 
to match the new gown. Also a host 
of attractive little gifts at a range of 
price to suit every purse. Useful lit- 
tle remembrances from our Gift De- 
partment from $1.00 upwards. 











Ad No. 2 





Give a Diamond 
at Eastertide 


HAT a thrill of satisfaction 

will come to you too, when you 
see the smile of happiness on her face. 
We have made a specialty of dia- 
monds for several years and carry 
only gems that win the admiration of 
all those that see them. 

This week we are featuring beauti- 
ful diamonds full of fire set in dainty 
platinum or white gold mountings at 
moderate prices. A diamond in one 
of our boxes assures satisfaction and 
means responsibility. 








cording to your special needs. 


Ad No. 4 





Give Your Man 
a Gold Pencil 


Hé will appreciate and remember 
your thoughtfulness. This use- 
ful article of jewelry carried contin- 
ually in his pocket will be a constant 
reminder of you. 

We have beautiful gold pencils in 
14-K gold at prices from $— to $—. 











Ad No. 5 





Confirmation Gifts 
for Easter 


A PIECE of jewelry is a suitable 
gift to your little girl who has 
just made her first communion, and 
this need not be expensive. For those 
religiously inclined, we have -rosary 
beads of various precious stones, and 
for those desiring a more everyday 
gift, we have dainty little necklaces 
set with  birth-stones, Bracelets, 
Watches and fancy rings at popular 
prices. 

A lasting gift of jewelry placed in 
a perishable box of candy will make 
you lastingly remembered when the 
candy disappears. 








some of whose noteworthy advertising 
was illustrated a short time ago in the 


Ad. No. 3 





Spruce Up 


for Easter 


oe our show window today for 
the latest in costume jewelry for 
the new Easter gown. Every girl is 
delighted with a new piece of jewelry, 
because it means real thoughfulness 
and effection, and is now a necessary 
part of her apparel. 

We have searched the markets dili- 
gently for the latest designs in at- 
tractive necklaces, earrings and brace- 
lets at popular prices. Drop in and 
describe the girl and we will help you 
secure something that is just right— 








something adapted to her individuality. 








Retail Advertising Department, used ip 
1928 75,000 lines of advertising; 35,000 
lines went to the Star, an evening paper, 
32,000 lines to the Post, 18,000 lines te 
the Shopping News, a weekly. The store 
advertises every day in the Post, two 
or three times in the Star and once 8 
week in the Shopping News. Ralph 
Chase, advertising manager of the firm, 
says that the method which he finds most 
effective is preferred position used com 
sistently and supplemented with a few 
large seasonable ads. As a rule one item 
at a time is featured. The firm endea¥ 
ors to run some institutional advertising 
in the regular copy. No out of tow 
papers are used. 





-Read THE JEWELERS’ CIRCULAR every week for timely selling suggestions 
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Illustrations in mat or electro form 
distributed by manufacturers are fre- 

tly used. Lithographic window dis- 

ecards sent out by manufacturers 

not found available. Mr. Chase, in 
referring to THE JEWELERS’ CIRCULAR 
Merchandising Calendar, which publishes 
advertising and selling ideas for every 
month in the year, says that he finds 
this of great help. 


* * * 
Features “Timely Gifts” 


EATURING clocks recently, Shreve, 
Crump & Low, Boston, Mass., under 
the appropriate caption: “Timely Gifts” 
in a space of 10 inches, three columns 
wide, had this to say: “Everyone looks 
at a clock. That is why its decorative 














Timely Gifts 


Every one looks at a clock. That is why its decorative 





value is as important as its accuracy. Realizing this,we have 
had our designers make a variety of cases so we can offer 
you clocks suitable for every type of room from the early 
American to the latest of the ic. The 
are fine woods, enamels, marble, onyx, gilt, silver or exqui- 
sitely tooled leathers. All have accurate, dependable move- 
ments as well as beauty. 

Choose a clock for a birthday, wedding or anniversary 
gilt. It will give lasting service and pleasure. 












Shreve, Crump and Low Co. 
FOUNDED IN isee 
Jewelers 


Cold ond Silveremithe . Watehmeakers 
. 


147 Tremont Street Boston, Messachesetts 








This Boston firm keeps abreast of the 
times 


value is as important as its accuracy. 
Realizing this we have had our design- 
ers make a variety of cases suitable for 
wery type of home from the early 
American to the latest of the modernis- 
ti. The materials are fine woods, 
enamels, marble, onyx, gilt, silver or 
exquisitely tooled leathers. All have ac- 
curate dependable movements as well as 
beauty. Choose for wedding, birthday, 
anniversary gift. It will give lasting 
service and pleasure.” 
s x * 


Offers to Send Articles Home for 
Examination 


HE Gensler-Lee Co., San Francisco, 
Cal., has a progressive way of stimu- 
lating sales. Included in one of their 
amouncements is the accompanying ad 
entitled “Mail orders filled” in which 
free inspection of merchandise is offered. 
he prospective buyer need only fill out 





THE JEWELERS’ CIRCULAR 





and mail the “free inspection list” with 
suitable references and the merchandise 
is promptly forwarded, prepaid. The 
jeweler advertises to pay the expense of 
returning the merchandise. 

* * x 


How a Credit Jeweler Builds 
Good Will 


HITE BROS. CO., with stores in 
New Orleans, Shreveport, Baton 
Rouge and Bogalusa, La., distributed cer- 
tificates of credit to stimulate business. 
The certificate reads: “In appreciation of 
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out by the firm before the holiday and 
which may offer a suggestion to other 
jewelers read: 

Dear Friend: 

A business which continues to 
grow and extend into the long fu- 
ture must have a foundation, deep. 
in the confidence of the public. 

This institution of ours is dedi- 
cated to the principle of building 
and holding the confidence of its 
customers. 

To me, this is a forceful reminder 
of the part you have played in help- 








MAIL ORDERS FILLED 





home. 


NO MONEY needed! 


NO MONEY NEEDED. Any of these articles sent to your home 
on approval. Just state the article you wish to see, and we will send 
it to you at once, all charges prepaid. Examine it in your own 
If satisfactory then send the first payment as advertised : 
Pay the balance in weekly amounts. 
extras of any kind. We trust you, no matter where you live. 
WRITE at ONCE giving the name of one or two firms with 
whom you have had an account, or other references. All informa- 
tion confidential. Send no money. Fill out and MAIL this FREE 
INSPECTION REQUEST TODAY! 
leges as though you could personally call at our store! Remember. P 


No interest charged, no 


Enjoy the same privi- 





FREE Inspection Request 





turn it to you, at your expense. 


Your Name 
Address 
City 


I have had Accounts with 





CUT OUT AND MAIL THIS COUPON TO US 


Any article sent to your home for free inspection 


: No Money Needed 
Gensler-Lee Jewelry Co., 818 Market St., San Francisco 


Gentlemen :—Please send prepaid without any obligation on my 
part, for Free Examination the following article. 
will keep it and send payments as advertised; otherwise I shall re- 
(No money needed.) 

Please send on approval............. 


RO UP Es eveoav Ce Fees eecosne teva 


or give as References:............ 


If satisfactory I 








How Gensler-Lee Co., San Francisco, Cal., stimulates business 


the manner in which you have treated the 
credit extended to you we send you this 
card which on presentation identifies 
you as one of our ‘good accounts.’ Pur- 
chases may be made without a cash de- 
posit.” The firm specializes as credit 
jewelers and opticians. A letter sent 


ing to make this business—and sus- 
tain it. 

As I look over our records, it is 
a source of gratification to note the 
manner in which you have taken 


——~— 7 








(Continued on page 101) 





Play up silver for the Easter bride in your newspaper advertising 
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The New 
GRANADO ‘Patiern 


Rich with the inherited beauty 
of Spanish - Colonial design. 
Smartly modern with its long 
and slender handles, itsstraight 
lines and simple clean-cut sur- 
faces. A pattern which is be- 
ing instantly acclaimed as the 
present-day ideal of truly beau- 
tiful silver. 


Write for Brochure 2-B 


$8... 








‘Creasure’ 
Solid Silver 


STERLING 925/1000 FINE 


92. 


ROGERS, LUNT 7 BOWLEN COMPANY: Silversmiths 
Creators of Distinctive Tableware 
GREENFIELD MASSACHUSETTS 


Member of the Sterling Silversmiths Guild of America 
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RT galleries seem to be particularly good 
backgrounds, for fashionable costumes and 


jewels show up at their best. A symphony in 
blue made one of these costume-ensembles. It was a 
printed silk dress in black, French-blue and white, a 
buttonless wrap in smoky blue broadcloth with a blue 
fox collar, a small hat with long ear lapels in a combina- 
tion of straw crown and felt brim and jewels quite 
worth describing in detail. The hat ornament was a 
group of square-cut tourmalines in a solid rectangular 
mass for the center. On either side were open wing- 
like pieces traced in pearls. There was a chatelaine 
watch worn almost at the center of the dress and a 
choker necklace of pearls and tourmalines. The watch, 
as it is shown in this sketch, had a rectangular-shaped 
brooch mounted with tourmalines and pearls. Below 
this brooch hung a chain of diamonds and blue tourma- 
lines, while the watch case was mounted in the tourma- 
lines, pearls and diamonds. There was a small handbag 
used with this costume in smoky blue suede with a 
sliding fastening in silver mounted in the tourmaline 
for the center ornament flanked on either side by groups 
of pearls. 


HE black-and-white note is long in dying and it 

has been revived this spring in many a handsome 
formal costume. A variation of this black-and-white 
scheme was seen lately at one of the distinguished and 
fashionable literary teas which are being held in greater 
tumbers as the season advances. This combination 
showed black satin for one of the new draped gowns 
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Along Fifth Avenue Vth Dame Fashion 


By Isabelle M. Archer 
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and a soft jade green for the facing of a heavy draped 
scarf and the skirt chou. The jewels held diamonds, 
jade and pearls in a brooch for the scarf, a long nar- 
row pendant watch, bracelets and finger-rings, a jade 
cigarette case and jade and ivory cigarette holder. This 
costume is sketched in the accompanying illustration. 
The hat was one of the new straw and satin blends. 
The scarf folded around the shoulders hung down so 
far in the back that it made a cape-like appendage hang- 
ing almost to the waist. These new heavy scarfs are 
worn in this fashion in order to turn an evening dress 
into a day-time mode. Such a dress as this, when the 
scarf is detached from one side where it is fastened by 
a brooch, gives the wearer a low-cut gown for restaurant 
or theatre wear. The brooch used on this scarf was a 
circle of jade edged on the inner rim with a border of 
pearls and encrusted on either side with diamond- 
mounted plaques. The pendant watch was worn hang- 
ing below a regulation necklace pendant. Both pendant 
and watch case were decorated in the new manner with 
the carved jade making a border for a pavé of closely- 
set small diamonds. Among the bracelets were two of 
particular interest. There was a wide bangle set at the 
center of each hinged plaque with a large piece of carved 
jade. This was surrounded by pearls and diamonds and 
baguette diamonds made the motif between each of these 
larger sections. For the second bracelet, a flexible 
model was carried out in long narrow pieces of carved 
jade and an interesting detail in oddly-cut diamonds. 
Both of these are shown in this sketch. With this for- 
mal costume large buckles were worn on the opera 
pumps of black satin. In design these were a trellis 
work of rhinestones in three cross bars, while the 
framework was in white gold. 


TTACHING the automatic lighter to the ciga- 

rette case is a new trick welcomed by those who 
show a penchant for continually losing the evasive little 
lighter. This combination had tan buckskin for the 
general size cigarette case and gold for the lighter. 
Their mode of decoration was similar. The case was 
striped in cross-bars of inlaid gold and a triangular 
monogram was placed at one corner. On the lighter the 
same ornamentation was etched in the gold. 

(Continued on page 75) 
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Cutters and Importers of 


DIAMONDS 


STERN BROS &6CO 


2 West 46th Street, New York 


om a CHICAGO 
TAMOND “UTTING WORKS 31 North State Street 


68 Hunters Point Ave. AmsrterpAM: 16 Sarphatistraat 
Long Island City AntwenP: 48 Rue Simons 
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Trophies Give Opportunity 
for -Artistic Expression 


Notable W ork Supplied by the Washington Firm Expressing the Friendship Between 
the Marines of the United States and Those of England 


important part in the busi- 

ness and social life, but they 
also have their place in establish- 
ing International goodwill. This 
last was demonstrated by the 
presentation of a handsome 
trophy, a gift to the Royal 
Marines of England from the 
United States Marines, presenta- 
tion being made by Lieutenant 
Gene Tunney, U. S. M. C. R,, 
former heavyweight champion. 
The gift was bought by the 
United States Marine Corp. The 
presentation of the trophy marks 
another link to increase the spirit 
of friendship that has long ex- 
isted between the marines of the 
two great English speaking na- 
tions. It is purely an athletic 
trophy and is given to encourage 
the game of association football, 
better known to us as “soccer.” 


The trophy is of silver and 
stands 23 inches high. The base 
pedestal is solid green Vermont 
marble, while the center portion 
is a heavy solid silver bowl, 1414 
inches in diameter, supported by 
a silver column that extends to 
the bronze base. The bowl is of 


T ssortant have played an 





Pearson & Crain have made 
specially designed models of tro- 
phies and memorials of gold, sil- 
ver and bronze for some time. 
Comsnenting on the market for 
such work and the opportunities 
afforded the jewelry trade, D. C. 
Crain of this firm, in an inter- 
view with a representative of THE 
JEWELERS’ CIRCULAR, said: 


“A man may have the very 
finest of inspirations, but if the 
public is not in a receptive mood, 
the initiative spirit soon dies. 
Today the public is quite respon- 
sive and very critical. This 
tendency is a strong stimulant in 
developing the high type of work- 
manship that America is now en- 
joying. 

“For a great many years,” he 
continued, “any Frenchman mak- 
ing a noteworthy design could 
find in his appreciative govern- 
ment an instant purchaser. Honor, 
too, was showered on him, as well 
as a_ substantial payment of 
money. 

“Here, a person not only has 
to create an acceptable piece of 
work, but it is also necessary for 
him to create his own market for 


distinctive shape and is hand (Football trophy — to Royal Marines of jt, with the possibility of the 


wrought. On either side of the 
column appears a perfectly modeled figure of a marine 
playing football while on each side of the bowl appears 
the Coat-of-Arms of the American and of the Royal 
Marines. 

The American marine Coat-of-Arms was furnished by 
Major G. C. Fegan, athletic officer of the American 
Marine Corp, and is an emblem that has been in his family 
for many years, while the Royal Marine Coat-of-Arms 
was made by the official jewelers of London and shipped 
direct to America by the British Embassy. The football 
figures are of solid bronze and were created by Aristide 
B. Cianfarian, a noted Italian sculptor. 

The combination of silver and bronze and the marble 
base produce a most original and pleasing effect and the 
beauty of the trophy has been commented on both here 
and abroad and have brought congratulations to Pearson 
& Crain, 1329 F St., N. W., Washington, D. C., who are 
the creators of the design and to the International Silver 
Co, which did the silver work and created the trophy 
from the special design of the Washington firm. 


ngland 


government not accepting it. In 
spite of this seeming handicap, fine American workman- 
ship has passed that of the French. 

“Here, we are not just selling medals or designing 
commemorative articles of gold, silver or bronze. We 
are selling ideas and true artistry. True, when we first 
started designing, the work was very crude compared with 
that of the present moment. Work today calls for pre- 
cision in modelling heads or whatever likeness is required. 
Naturally, such precision demands the highest type of 
workmanship. 

“People spending money now demand special designs 
which must be in exact keeping with the subject. Sport 
action trophies have to be as absolutely correct down to 
the smallest detail, as does the length of the Presidential 
nose on a medal. The old familiar running figures would 
not be accepted by the present day back hill basket ball 
team. All these tendencies have raised the standards tre- 
mendously. 

“The Presidential medals we make are sculptured by 
an artist bearing international reputation.” Here Mr. 
(Continued on page 75) 
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DIAMONDS _| 


All Sizes and Qualities 
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Massachusetts Jewelers Endorse A. N. R. J. A. 


Fifteenth Annual Convention Held at Statler Hotel, Boston, March 19 and 20, Featured by 
Inspiring Addresses—Resolutions Adopted and Officers Elected 


Boston, MAss., March 20.—Taking as 
his subject “How the Jeweler Can Meet 
the New Conditions in the Present Buy- 
ers’ Market,” Dr. Hollis Godfrey, presi- 
dent of the Engineering Economic Foun- 
dation of Boston, delivered this morning 
at the annual convention of the Massa- 
chusetts and Rhode Island Retail Jewel- 
ers Association, one of the most interest- 
ing and instructive addresses ever heard 
by an assemblage of jewelers. This lec- 
ture by Dr. Godfrey was given shortly 
after the convention, now in its second 
and closing day, reconvened this morn- 
ing. Charts covering many of the points 
made by Dr. Godfrey were distributed 
to the jewelers in attendance. 

With jewelers from many points 
in New England in attendance, this, the 
15th annual convention of the Massa- 
chusetts and Rhode Island organization 
opened yesterday afternoon with a busi- 
ness session at which several interesting 
addresses were delivered. The conven- 
tion this year is being held in Parlor A, 
of the Hotel Statler. The reading of 
the report of the resolutions committee 
iand the election of officers this afternoon 
‘will mark the close of the business ses- 
sions, but the final feature of the two- 
day conclave will not take place until to- 
night when the association will stage its 
annual banquet. 


Tuesday Afternon 


The morning was devoted entirely to 
the registration of delegates and the 
convention was not officially opened until 
yesterday afternoon when the jewelers 
were compelled to go into session with- 
out the official welcome of Mayor Nichols 
who was scheduled to appear. 

Continuing with the, program Presi- 
dent Arthur Stern presented his annual 
address which reads as follows: 


ADDRESS OF PRESIDENT ARTHUR STERN 


“My second year has passed in which 
I had the honor and pleasure of serving 
you as your president. It is indeed a 
fine experience to occupy the chair as 
head of the Executive Committee of our 
organization and have the pleasure of 
coming in contact with so many of its 
members and different branches of the 
industry. 

“This is our 15th annual convention 
and during the years the association has 
endeavored to be of service to its mem- 
bers. It has taken up many matters 
of importance and as far as possible is 
constantly trying to better conditions 
for all concerned. It is very important 
that each member of our organization 
accept some responsibility and give it 
his support and cooperation at all 
times, 

“Your association is only too glad to 





work with you on any problem and is 
always in a receptive mood for good 
suggestions that will help you and the 
industry we all represent. Let me sug- 
gest that you attend all your conventions 





ARTHUR STERN, RETIRING PRESIDENT 


and interest many other fellow jewelers 
to join with you and make your organ- 
ization as strong and powerful as it 
ought_to be. This is a period when, 
if we expect to obtain results, it is 
absolutely necessary to give your un- 
divided support and put your organ- 
ization in the influential position it ought 
to hold in the industry. Most every 
known business finds it necessary today. 

“Let me suggest also that we give 
more time to our trade papers as we 
all know they contain and are full of 
valuable information. 

“The Silversmith’s Guild is doing won- 
derful work in building up the sterling 
lines for the benefit of all. There are 
several of our watch concerns that are 
doing their utmost to improve that 
branch of our business and we are all 
feeling the results. We should give 
them all our hearty cooperation. 

“Your Executive Committee has ar- 
ranged a program that we trust you will 
find interesting so we may all take back 
home with us plenty of good material 
that will prove a real benefit and make 
us feel that our conventions are well 
worth while. 

“Let me at this time express my ap- 
preciation for the fine cooperation I have 
received and the wonderful support of 
the Executive Committee, together with 
the manufacturers and jobbers who are 
cooperating with us.” 


This was followed by an address on 
“Changing Conditions in Retailing,” by 
Daniel Bloomfield, manager of the Re- 
tail Trade Board of the Boston Cham- 
ber ef Commerce. This talk proved in- 
teresting and many of the points brought 
out by the speaker will undoubtedly 
prove profitable. It will be published 
in a later issue of THE JEWELERS’ CIR- 
CULAR. 

An exceptionally fine address was 
delivered by Claudius G. Pendill, vice- 
president and sales manager ef the 
Towle Mfg. Co. He took as his subject 
“A Distributor’s Viewpoint,” and in his 
address emphasized to the jeweler many 
of the things that interest the consumer 
and how they can be attracted and in- 
duced to buy. 

ADDRESS OF CLAUDIUS G. PENDILL 


A great many changes are going on 
in this world at the present time, re- 
marked the speaker, who emphasized 
that these changes are affecting the 
jewelry business. Because of these 
changes, he stated, it is necessary for the 
jeweler to get in tune and apply himself 
to these changes. 

Mr. Pendill mentioned the fact that 
costume jewelry is a vogue and whether 
the jeweler likes it or not women are 
buying and wearing it. One of the prin- 
cipal elements, in the jewelry business 
today, he remarked, is the introducion 
of the changing styles. What, asked 
Mr. Pendill, are the jewelers doing to 
“style” their stores? “Link style with 
beauty,” he urged. 

The importance of color in window 
and show case displays was emphasized 
by the speaker who gave some sound 
suggestions on how to make attractive 
and sales producing displays. Displays 
of the same kind of merchandise, such 
as rows and rows, of candlesticks, 
bowls, or other articles, merely meet a 
demand and do not create sales. Dis- 
tinctive displays, frequently changed, 
stated Mr. Pendill, are the jewelers’ best 
sales producers. The relocating of coun- 
ters, the grouping attractively of mer- 
chandise and the making of window dis- 
plays appealing but with an idea, were 
among a few of the suggestions made 
by the speaker. 

Touching on the sales forces employed 
in jewelry stores, Mr. Pendill, pointed 
out that according to a survey made re- 
cently it was shown that salespeople are 
idle 33 per cent of the time they are 
in the store. This time he believed could 
be well spent by the salespeople in at- 
tractively arranging the merchandise to 
be sold. 


ADDRESS OF WILLIAM G. FRASIER, PRESI- 
DENT OF THE A. N. R. J. A. 


The introduction of William G. 
Frasier, president of the American Na- 
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tional Retail Jewelers Association as the 
next speaker, was the signal for loud 
applause. The address of the national 
president was of a general nature and 
touched on many subjects of interest to 
the jewelers. 

He pointed out that the A. N. R. J. A. 
is endeavoring to make the jewelry busi- 
ness in this country better and is work- 
ing to place it on a higher plane. Mr. 
Frasier urged that a feeling of friend- 
liness should exist in the jewelry indus- 
try and that the jewelers should come 
to know each other better. In his talk 
he also touched on the importance of 
truth in business and cooperation. 

After pointing out that conditions in 
the trade have improved because of the 
fact that associations exist in the indus- 
try, Mr. Frasier lauded the trade papers 
and urged every jeweler to read them. 

Mr. Frasier traced briefly the history 
of the A. N. R. J. A. and also touched 
on a few of the many improvements 
accomplished during its existence. He 
emphasized that more retailers are 
showing greater interest in the national 
association now than ever before. The 
national president also stressed the im- 
portance of maintaining live state as- 
sociations for the purpose of being ready 
to fight any proposed harmful legisla- 
tion and for other reasons. He called 
attention to many of the things the Na- 
tional Association is now doing and what 
it is planning to do for the retailers. In 
conclusion he assured the jewelers that 
the National Association is on a safe 
and sound basis and is anxious to serve 
its members. 

At the close of this address several 
announcements were made and then the 
first session of the convention adjourned. 


THE HISTORY AND ROMANCE OF SILVER 


Shortly after 8 o’clock on Tuesday 
night a large group of jewelers gathered 
in Parlor A, the scene of the business 
session earlier in the day where they 
listened to an interesting lecture on “The 
History and Romance of Silver,” by 
Joseph D. Little, manager of the Ster- 
ling Silver Galleries of the International 
Silver Co.. New York. This lecture was 
illustrated with lantern slides and was 
a little different than any previous talk 
given by Mr. Little before conventions of 
jewelers. 

Wednesday Morning 


The Wednesday morning session 
opened at 10.30 o’clock and the first re- 
port was that of Secretary Smith. He 
said: 

REPORT OF SECRETARY SMITH 


“Since the last convention your Execu- 
tive Committee has held four meetings, 
two of which were joint meetings with 
the advisory council. Among the mat- 
ters considered was the Jewelry Trade 
Association and the following vote was 
passed; ‘That we indorse the Jewelry 
Trade Association and recommend to our 
association that they become members 
of the Jewelry Trade Association.’ As 
a result of that vote, a special notice 
was sent our members and a member- 
ship application blank inclosed. ill 
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this action was taken without any 
thought of changing the standing, pur- 
pose or activities of the Massachusetts 
Retail Jewelers Association in any way, 
but rather with the idea of assisting in 
a different endeavor to improve our in- 
dustry. 

“Another matter of importance is the 
diamond tariff and a resolution was 
adopted favoring a reduction in tariff 
on cut diamonds to 10 per cent, with 
rough free.” 

Secretary Smith then outlined an in- 
vestigation made of auctions in Brock- 
ton, Haverhill and Boston and gave re- 
sults. 

He next called attention to the death 
on Nov. 7, 1928, of Herbert S. Tanner, 





SECRETARY 


LOUIS S. SMITH, 


an honorary member of the association. 
He was a charter member and it was due 
principally to his efforts that Rhode 
Island was included in this association. 
He served for many years as a vice-pres- 
ident and as a member of the Executive 
Committee. He was made an honorary 
member in 1924. 

Since April 1 Secretary Smith has 
paid the treasurer the sum of $1,624 
and now has on hand a balance of $50. 

In the absence of Treasurer Lewis F. 
Poor, his report was submitted by Sec- 
retary Smith. 

‘Dr. Hollis Godfrey, president of the 
Engineering-Economic Foundation of 
Boston was the next speaker. He talked 
on the subject “How the Jeweler Can 
Meet the New Conditions in the Present 
Buyers’ Market.” His address will ap- 
pear in full in the next issue of THE 
JEWELERS’ CIRCULAR. Following this ad- 
dress which was closely followed from 
start to finish the morning session ad- 
journed at 12.30 o’clock. 


Wednesday Afternoon 


At the afternoon session, the first 
speaker was George E. Maclllwain, of 
Boston, who spoke on the topic, “The 
Next Six Months.” He declared that 
business for the past three months had 
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been good and that indications are that 
this condition will continue until July. 
Further than that, he could not predict 
but he said that there seemed to be noth- 
ing alarming ahead. “Many people,” he 
declared, “expect much of President 
Hoover and expect it in a hurry. This 
is unfair to Mr. Hoover, as it will, of 
necessity, take time to get results and no 
great results can be expected in a 
hurry.” 

President Stern then read telegrams 
from the president of the Boston Jewel- 
ers’ Club and from B. J. Doyle, Phila- 
delphia, Pa., expressing regret at being 
unable to attend the convention and 
wishing it success. George Dyson, pres- 
ident of the Connecticut Retail Jewel- 
ers’ Association, wrote a letter in which 
he expressed his regret that he could 
not attend. 

Charles T. Evans, secretary of the 
American National Retail Jewelers’ As- 
sociation, then spoke briefly, calling at- 
tention to the fact that the headquarters 
of the association are now located in 
New York, and outlining briefly the 
work which is being done. 


THE RESOLUTIONS 


The resolutions were submitted by J. 
F. Kahl, chairman of the committee. 
These resolutions thanked the manager 
of the Hotel Statler for the courtesy 
shown and the trade press for its co- 
operation. 

A resolution was also passed placing 
the association on record as being in ac- 
cord with the work of the National 
Jewelers Publicity Association. Another 
resolution was adopted, indorsing the 
American National Retail Jewelers’ As- 
sociation and pledging loyalty and alle- 
giance to the national body. 

Officers were then ‘elected as follows: 
President, C. J. Gidley, New Bedford; 
first vice-president, James Kingman, 
Boston; second vice-president, A. H. 
Abbott, Lowell; secretary, Louis S. 
Smith (reelected), Beverly; and treas- 
urer, Louis F. Poor, (reelected) New 
Bedford. 

The executive committee is composed 
of Hollis S. Howe, Concord; F. Arnold, 
Providence; Arthur M. Smith, Brockton; 
S. W. Searles, Springfield; and W. F. 
Rainey, Pittsfield. The nominations were 
submitted by Edwin F. Lilley, Milford, 
Mass. The convention then adjourned. 

The banquet will be held this evening. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 


Week Ended March 16, 1928 
The U. S. Assay Office reports: 
Gold bars exchanged for gold 
CERNE, aicaviea Sina Minne etea ea oreker na $941,756.79 
Gold bars paid depositors...... 65,469.90 
co Reet eee oor ee $1,007,226.69 
Of this gold bars exchanged for gold 
coins are reported as follows: 
Date 
I I 55a or aw wate. So are aac Sees 
se 12 


eo - PE ateapanseaten cede 
Oe - Bbnags caox savant 


Exchange 
$544,332.82 
60,996.52 
112,606.36 
76,072.21 
106,603.26 
41,145.62 


$941,756.79 














THE JEWELERS’ CIRCULAR March 21, 1929 


ee 


58 











Smart Stones 


for 






Smart Jewelry 












for 
Smart Costumes 


for 


Smart Women | 


Heller Hope 
STONES 


Never before have the fashionables paid so much attention to 


the smart jewelry that gives the final accent to their smart costumes. 





Jewelry that sells today is jewelry that becomes a harmonious part of 
the smart ensemble. Heller Hope Stones for 1929 are specifically 
created to harmonize with the textile and leather color charts that set 
the vogue. Their synthetic quality has its counterpart only in nature. 
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Executive Officers of N. W. J. A. Meet 





Members of Committee Approve Platform for 1929 and 
Transact Other Business 


PHILADELPHIA, March 20.—Executive 
officers of the National Wholesale Jewel- 
ers’ Association here are awaiting word 
from President A. C. Becken, Jr., of 
Chicago, on hotel arrangements before 
proceeding further with arrangements 
for the annual convention, which, it was 
decided at the meeting of the officers of 
the organization here last week, is to be 





A. C. BECKEN, JR., PRESIDENT 


held in Chicago early in June. It is ex- 
pected that the exact date will be an- 
nounced soon. 

Other important features of the ses- 
sion included ‘a report by George A. 
Fernley, executive secretary, on activi- 
ties of the association, both of the recent 
past and of the future. A platform of 
the association for 1929 was approved. 

In his report, Mr. Fernley called at- 
tention to the desirability of holding a 
trade practice conference under auspices 
of the Federal Trade Commission, for 
the purpose of aiding the correction of 
practices considered unfair. It is prob- 
able this gathering may be held in con- 
nection with the annual convention but 
definite arrangements await the settling 
of the convention dates. 

The report recites the distribution of 
overhead expense report forms to all 
active members for the purpose of ac- 
quiring data for a comprehensive study 
of such overhead. The collection bureau 
was stated to be functioning more effi- 
ciently than ever. The Overstock and 
Goods Wanted Bulletins also were shown 
to be increasingly popular. Direct com- 
petition of manufacturers with whole- 
Salers was scored as one of the most de- 
moralizing factors in the jewelry trade. 

Mr. Fernley pointed out that experi- 
ence has repeatedly shown that the 
wholesaler is increasingly essential as 


an economic factor in the trade and that 
manufacturers making “short cuts” to 
the retailer have in general found the 
practice unprofitable. 

The suggestion of resale prices which 
fail to provide a proper margin of profit 
sufficient to cover the wholesaler’s costs 
and assure him an equitable net profit, 
was described as an important trade 
problem. Educational activities for the 
benefit of the manufacturer in this re- 
spect were mentioned. In regard to 
price cutting, it was suggested that 
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GEORGE A. FERNLEY, SECRETARY 


members make every effort to verify 
reports of such practices before report- 
ing them. 

The report called attention to the in- 
creasing extent of the evil of retailers 
pawning diamonds and other jewelry to 
raise money, especially on the eve of in- 
solvency, and stated the evil is under 
close investigation by the association 
with a view to devising a means to curb 
it. Other features of the report were 
the plans for uniform sized price lists, 


financial control forms, account analyz- . 


ing methods, lower diamond duties, in- 
dividual services to members, merchan- 
dising bulletins, legal aspects of the 
trade, the report of the special commit- 
tee on terms and discounts and several 
other matters were touched upon in the 
report, which was unanimously approved 
and a vote of thanks tendered to Mr. 
Fernley. 

The 1929 platform was also approved 
in full. It urges cooperation on the 
part of members in submitting reports 
to the association, in stressing the value 
of the service rendered by wholesalers, 
in impressing upon manufacturers the 
necessity for eliminating unnecessary 
sizes and varieties and in urging the 
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necessity of an adequate margin of 
profit. Members are also urged to 
closely analyze their business in order 
to conduct it with the greatest efficiency 
and economy and to cooperate with the 
association in the preparation of over- 
head expense reports. They are also 
invited to use the facilities offered by 
the association and are urged to do 
everything possible to assist retailers. 
with their problems. 

President Becken presided over the 
session, which in addition to Secretary 
Fernley was attended by Robert L. 


Coates, first vice-president; L. P. 
White, treasurer; Jacob Engel of 
Baltimore, and Joseph B. Bechtel 


of Philadelphia and George Kleitz of 
Wilmington, of the executive committee. 








Committees Appointed 





List Announced by President of the Cincin- 
nati Wholesale Jewelers and 


Manufacturers Association 


CINCINNATI, March 16.—The list of 
committees which will function during 
the year for the Cincinnati Wholesale 
Jewelers and Manufacturers Association 
was announced by James W. Farrell, 
president, during the week. It was com- 
piled during a meeting held at the 
Chamber of Commerce, Wednesday, by 
President Farrell and members of the 
executive committee. 

The official personnel of the associa- 
tion as it stands now includes: James 
W. Farrell, president; Orville Fuller, 
vice-president; J. Charles Becker, secre- 
tary; M. E. Remelin, recording secre- 
tary; Edgar Noterman, treasurer. 

Executive Committee: Moses Schwab, 


Victor Gebhardt, Eli Gutmann, Arno 
Dorst, Clarence Loeb. 
Manufacturing Committee: William 


H. Schwarz, chairman; Victor Gebhardt, 
vice-chairman; Louis Mecklenborg, A. 
Sauer, Joseph Homan. 


Wholesale Committee: J. Harvey 
Phillips, chairman; Al Wallenstein, 
vice-chairman; Julius Hahn, Charles 
Grift, Julius D. Jacobs. 

Membership Committee: Charles 
Becker, chairman; Edward Lohmeyer, 
vice-chairman; George Opie, Henry 
Schwab, Tony Thoma. 

Publicity Committee: O. S. Fuller, 


chairman; Fred Gruen, vice-chairman; 
A. S. Workum, J. Posner, Robert Sei- 
fert. 

Entertainment Committee: Clarence 
Loeb, chairman; Arno Dorst, vice-chair- 
man; Eli Gutmann, Edgar Noterman, 
W. W. Oskamp. 








Wisconsin Convention Dates Changed 
to May 21 and 22 


MILWAUKEE, WIS., March 18.—Dates 
for the convention of the Wisconsin Re- 
tail Jewelers’ Association have been 
changed from May 14 and 15 to May 
21 and 22, according to Henry Stecher, 
treasurer of the organization. 

The reason for the change is to pre- 
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vent confliction with the Minnesota Re- 
tail Jewelers’ Association, Mr. Stecher 
stated. The convention is to be held at 
the Hotel Raulff, Oshkosh, Wis. 








Committees Appointed for Conven- 
tion of Pennsylvania Retail 
Jewelers’ Association 


ALLENTOWN, PA., March 17.—Plans 
for the State convention of the Penn- 
sylvania Retail Jewelers’ Association 
were discussed at a dinner meeting held 
Wednesday night at the Hotel Allen. 
President Carl W. Appel presided. 

Committees were appointed to take 
eare of the arrangements for the con- 
vention, which will be held at the Ameri- 
cus Hotel, on May 6 and 7. A majority 
of the members of the association at- 
tended this meeting and enthusiastically 
entered upon the plans for the conven- 
tion. 

The committees named are as follows: 

Entertainment: C. W. Appel, Ralph 
Smoyer, Ira H. Landes, Arthur Keller 
and Harry Kistler. 

Publicity: Claude Larosh, P. A. 
Freeman, Harry Kistler. 

Finance: Arthur Keller, 
Vogt, Simon S. Brone. 

Transportation: Paul Koehler, Ira 
H. Landes, Charles Vogt, Jr. 


Charles 








Fraternal Association 





Members of New York Organization Elect 
New Officers at Annual Meeting 


New officers were elected by the Jewel- 
ers Fraternal Association of New York 
at the annual meeting of the organiza- 
tion held last Thursday afternoon at the 
headquarters of the Jewelers 24 Karat 
Club, 15 Maiden Lane. Because of the 
absence of President E. I. McConnell, 
Vice-President William Lenhart pre- 
sided. 

The reading of the minutes of the last 
annual meeting was followed by an in- 
teresting report submitted by Secretary- 
Treasurer W. H. Dutemple. This re- 
port showed the organization to be 
in a healthy financial condition and also 
that the association had lost during the 
past year, two members by death and 
two because they failed to pay their 
dues. In the same period three new 
members were admitted. There are 10 
names now on the waiting list. 

Charles Tonry in his report as chair- 
man of the Board of Governors, pointed 
out that this body had met regularly 
during the past year and had considered 
many matters vital to the organization. 
The report of the membership commit- 
tee submitted by Leo Leddy merely con- 
tained the names of the new members. 

While the members stood, Vice-Presi- 
dent Lenhart, read the list of the de- 
parted members, after which nomina- 
tions for officers were submitted. 

The election resulted in the choice of 
the following to serve as officers: Presi- 
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dent, William G. Lenhart; vice-presi- 
dent, Charles J. Tonry and secretary- 
treasurer, W. H. Dutemple. Albert H. 
Disbrow and Leo Leddy were selected 





WILLIAM G. LENHART, PRESIDENT- 
ELECT 


to serve terms of two years on the Board 
of Governors while Henry Green was 
chosen for a one year term. 


A vote of thanks was given to the 





W. H. DUTEMPLE, SECRETARY- 
TREASURER 


Jewelers 24 Karat Club for the use of 
its meeting room and the meeting then 
adjourned. 








Julius Pahlas, for eight years in the 
jewelry business in Guttenberg, Iowa, 
in partnership with John Purnhage, has 
purchased the Kurdelmeir jewelry stock 
at Elkarder, Iowa and on March 23 will 
reopen the store. Mr. Pahlas has dis- 
solved his partnership with Mr. Purn- 
hage, who becomes sole owner of the 
Guttenberg store. 
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On to West Baden 





Special Trains Will Carry Delegates 
to Convention of Credit Jewelers 
in West Baden, Ind. 


BuFFALO, N. Y., March 16.—Up to 
date 35 manufacturing and credit jewel- 
ers have made reservations on the spe- 
cial train leaving Buffalo for West 
Baden, Ind., where the annual conven- 
tion of the National Association of 
Credit Jewelers will be held on March 
25, 26 and 27. The special train carry- 
ing the delegation from Buffalo will 
leave for the convention city on Satur- 
day night, March 23. 

The local delegation is going to West 
Baden with an invitation to the Na- 
tional association to hold its 1930 meet- 
ing in Buffalo. This delegation will 
have the endorsement and support of 
the Chamber of Commerce, and will un- 
doubtedly make some flattering offers 
in order to get the next convention for 
Buffalo. 

Among those who will be represented 
at the convention, and who are having 
displays at West Baden are Freedman 
Bros., diamond rings; M. A. Reich; Leo 
Jewelry Co. and La France Ring Co.; 
National Jewelry Case Co.; Warner 
Jewelry Case Co.; Electric City Box Co.; 
Buffalo Jewelry Case Co., and Altman 
Vacuum Cleaners. Included in the dele- 
gation will also be representatives from 
the following jewelry firms: Sol Levy, 
Lewin Bros., Howard Jewelers, War- 
ner’s, Fisher’s, L. Meyers, Kay Jewelry 
Co., Harry Gamler and Reed’s of Lock- 
port and Niagara Falls. 





PITTSBURGH, PA., March 16.—Many 
jewelers from Pittsburgh and outlying 
districts have made reservations on the 
special train leaving this city for the 
annual convention of the National 
Credit Jewelers Association at West 
Baden, Ind. 

Included among the local jewelers are 
the following: W. J. Kappel, G. Bast- 
heim, T. Abrams, H. Aurbach, C. Pugh, 
S. DeRoy, D. DeRoy, A. J. DeRoy, J. G. 
Matthews, William Bickert, E. Bickert, 
L. D. Helfer, Sam Wolfe. Other indi- 
viduals who will attend or concerns 
which will be represented are as fol- 
lows: Mur Jewelry Co., Wilkinsburg, 
Pa.; A. Lincoff, East Pittsburgh, Pa.; 
H. A. Porter, Charleroi, Pa.; Jack Ger- 
son, New Castle; C. D. Price, Sharon, 
Pa.; Regal & Blum, Mahanoy City, Pa.; 
Klivans Jewelry Co., New Castle, Pa.; 
S. A. Meyer Co., Washington, Pa.; Leon 
Rubin, East Liverpool, Ohio; Mr. Nus- 
baum, Canton, Ohio; Sam Eppstein, 
New York, and Raymond Pugh, Steuben- 
ville, Ohio. 








Loeb & Velasco, who opened a new 
store at 1617 Broadway, Oakland, late 
in the fall, were recently the victims of 
a thief who smashed one of the windows 
in their establishment. Rings and com- 
pacts were taken and the thief escaped. 
The loss is completely covered by insur- 
ance. 
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Report on Premier Diamond Mining Co. 





Sir Ernest Oppenheimer Reviews Past Year and Outlines Future 
Policy—Outlook jer Diamond Trade Excellent 


LONDON, March 10.—A report of the 
annual meeting of the Premier (Trans- 
vaal) Diamond Mining Co., held Feb. 22. 
at Johannesburg, South Africa, has 
reached the trade here and has been 
favorably commented upon. Sir Ernest 
Oppenheimer presided at the annual 
meeting and in reviewing the accounts he 
stated that they were better than those 
presented last year, although no deferred 
dividend was possible. The outlook for 
the current financial year justified the 
hope that deferred dividends would 
again be possible. 

Sir Ernest outlined the future mining 
policy of the company, and stated that 
the driving of a new incline tunnel out- 
side the mine area would prolong the 
life of the mine as an open-cast propo- 
sition, besides releasing a large bank of 
payable ground at present used as a 
main incline, thus giving ample time for 
shaft sinking and equipping the mine as 
an underground proposition. 

Sir F f-~+hay mentioned that, 
although’i... -» ~ usion . ‘uspend 
deliveries during the second half of 1927 
had been justified by subsequent events, 
it was not altogether sufficient to insure 
real prosperity to the company. The 
directors had, therefore, after mature 
consideration and lengthy negotiations 
with the government and the diamond 
syndicate, arranged to eliminate for the 
unexpired portion of the current con- 
tract with the Diamond Syndicate all in- 
ferior diamonds, receiving a substantial 
advance in price for salable quantities 
delivered. This arrangement was pos- 
sible only through the De Beers Co. also 
agreeing to follow a similar policy in 
regard to their deliveries. The action 
of these two companies, coupled with a 
reduction in the Lichtenburg output, the 
chairman declared, could only have 
beneficial results. 


In reviewing the progress of the dia- 
mond cutting industry in the Union, Sir 
Ernest said that the fact that £40,000 
to £50,000 was being spent by the Dia- 
mond Syndicate, in conjunction with big 
producers, in erecting a factory and 
dwellings for employes should dispel the 
canard that they were in any way op- 
posed to the industry; but, whatever 
favorable view one might take, it was 
very evident that for some time to come 
all producers would have to rely upon 
the European cutting centers as their 
chief customers. 


Consequently, as the diamond indus- 
try was of such immense importance to 
the general prosperity of the country, it 
was essential that the supply of dia- 
monds to South African cutters should 
be so regulated that the cardinal vrin- 
ciples upon which the trade nau  2en 
built up should not be violated. hese 
were control of output and sales through 


one channel. The assortment and prices 
to South African cutters also must corre- 
spond to those paid by European cut- 
ters. These principles must be adhered 
to if the prosperity of the country and 
the stability of trade were to be main- 
tained. 

In dealing with the diamond market, 
Sir Ernest stated that difficulties created 
by abnormal and uncontrolled output 
from Lichtenburg had been overcome, 
not without enormous risk and great ex- 





SIR ERNEST OPPENHEIMER 


pense to the Diamond Syndicate, in 
order to protect the trade as a whole. 

Dealing with the sensational finds in 
Namaqualand, Sir Ernest said that all 
those interested in this area, whether 
the government or private concerns, 
were fully alive to the dangers of over- 
production, and had so far made it clear 
that the two cardinal principles of con- 
trol and sales through one channel 
would not be departed from. This being 
so, the discovery in Namaqualand con- 
stituted no danger to trade. With the 
passing of the Precious Stones Act, all 
other large productions were also under 
control. Considering all these facts, the 
outlook for the future of the diamond 
trade was distinctly favorable. 

The report was sent out by the Reuter 
Agency. 








Gem Imports Through the Port of 
Philadelphia 


PHILADELPHIA, March 18.—Diamonds 
valued at $677,025 and weighing in the 
aggregate 6130 carats were imported 
from Holland and Germany through the 
port of Philadelphia during 1928, it is 
announced at the custom house here. 
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Diamonds and other precious stones 
from Brazil and the Orient of an aggre- 
gate value of $183,814 came in during 
the year. Importers also declared imi- 
tation precious stones of a total value of 
$4,620 and a total of 60,000 pieces of 
jewelry, of a value of $50,890, were de- 
clared during the year. 

These imports in the aggregate are 
said to be somewhat higher than the av- 
erage for several years. 








British Guiana Gems 





. Production of Precious Stones During 1928 


Show Decrease from Figures of 1927 


WASHINGTON, D. C., March 11.—Pro- 
duction of precious stones in British 
Guiana in 1928 numbered 967,470 stones, 
weighing 132,48211/16 carats, Harol¢ 
R. Brown, American vice-consul at 
Georgetown, reports to the Department 
of Commerce. Last year’s output rep- 
resented on a carat basis a decrease of 
nearly 25 per cent from 1927, when 
production amounted to 1,295,847 stones, 
weighing 173,796 11/16 carats. 

During the fourth quarter of 1928, the 
amount of gems, as. officially reported, 
numbered 281,892 stones, weighing 36,- 
687 15/16 carats, as compared with 317,- 
504 stones, weighing 43,957 7/16 in the 
last quarter of the preceding year. The 
record for the final quarter of the year 
was somewhat better than earlier in 
the year. 








Soviet Government Issues Order Pro- 
hibiting Exportation of Listed 
Objects of Art and Antiques 


WASHINGTON, D. C., March 16.—The 
Russian Soviet Government has issued 
an order prohibiting the exportation of 
objects of art and antiques listed by the 
Main Customs Administration, accord- 
ing to a report received in the Depart- 
ment of Commerce from F. W. B. Cole- 
man, American minister at Riga, Latvia. 

The export embargo list includes arti- 
cles of gold and silver, bronzes, numis- 
matics, porcelains, crockery, crystal and 
glass, archaeological objects, ikons, 
gravures and art editions, hand-woven 
oriental rugs, and other works or ob- 
jects of art of the 18th and first half of 
the 19th centuries. 

Foreign buyers must secure export 
permits for other articles either from 
the State art stores, or from the com- 
missariats of trade and education in 
case they were purchased elsewhere, the 
report states. This regulation does not 
apply to the State Trading Bureau of 
the U. S. S. R. as it has been granted 
the exclusive right to export objects of 
art and antiques. 








The J. C. Bloom Jewelry Co., 1541 
Welton St., Denver, Colo., established 
about 40 years ago, has sold its entire 
stock to H. H. Frumess, the jeweler, 605 
16th St. Dr. Bloom has been desirous 
of closing out his jewelry business for 
some time so that he could devote his 
entire time to his optometrical trade. 
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and bowl. They 
were recently ex- 
hibited at the 
American Art 
Galleries, New 
York. 


Latest News on Soviet Platinum 





Main Offices of the Industry Moved from Moscow to Siberia—Privileges to Platinum Personnel 
Extended—Platinum Laws Codified—Courses for Platinum and Gold Engineers 
Opened in Moscow and Leningrad 


RECORD of the recent months was 

marked by certain important 
changes in the administrative structure 
of the Soviet State organs in charge of 
the Russian platinum industry. The 
most outstanding event was the trans- 
fer of the headquarters of such organs 
from Moscow to Siberia. The main of- 
fices of “Soyuzzoloto,” the Soviet State 
trust in charge of platinum and gold 
industries, have been recently moved 
from the Red capital to Irkutsk, one of 
the great Siberian centers. This was 
done in accordance with the decision 
taken by the Supreme Economic Council 
of the Soviet Union. The general Soviet 
tendency of granting autonomy to the 
outlying Russian provinces in managing 
their local industries can be seen in this 
action. The most important problems of 
the industry, affecting the trade and life 
of the Soviet Union as a whole, will, 
however, continue to be discussed and 
decided in Moscow by the highest au- 
thorities of the republic. 


* * * 


In connection with the removal of the 
offices, a question of the status of plati- 
num and gold specialists has arisen. 
Certain privileges accorded to these 
specialists by a special decree of the Cen- 
tral Executive Committee of U. S. S. R. 
in September, 1928, could not be applied 
to the personnel of “Soyuzzoloto” de- 
parting from Moscow and settling in 
Irkutsk, since the latter city, though 
thousands of miles from Moscow, was 
not officially included in the list of “dis- 
tant localities of the Soviet Union,” 
meant by the decree. The Council of 
People’s Commissaries had taken up this 
question, with the result that a special 
amendment was passed allowing the per- 
sonnel all the privileges in respect to 
salaries, living quarters, promotion, etc., 
usually accorded to the Ural platinum 
and gold specialists. 





By ALBERT PARRY 


Serious steps were at the same time 
taken by the Soviet government to codify 
all the existing laws and regulations 
passed anent the platinum and gold in- 
dustries since the revolution. 

* * * 

The movement started last August. 
On the 20th of that month the Council 
of People’s Commissaries met to discuss, 
among other questions, the project of 
certain privileges to be granted to per- 
sons and organizations engaged in the 
platinum industry. In the process of 
this work the following resolution was 
passed: 

“To request the Supreme Economic 
Council and the People’s Commissariat 
of Finances of U. S. S. R. to prepare in 
one month’s time and to render for the 
confirmation by the Council of People’s 
Commissaries a project of a law which 
would embrace and simplify all the ex- 
isting laws governing the platinum and 
gold industries.” 

Such a project was prepared and filed 
with the legislative organs of the Soviet 
Union by the two afore-mentioned de- 
partments in due time. In its December 
issue, Gorny Journal (“The Mining 
Journal”) of Moscow had the following 
criticism of this project to offer: 

“The project contains not a single new 
principle. It represents an almost me- 
chanical revisal of previously issued 
laws regulating the mining of platinum 
and gold. Yet, this project must be 
noted as the first attempt to systematize 
the numerous and ill-coordinated forms 
of the Soviet platinum and gold legisla- 
tion. On the other hand, the compilers 
of the project had undoubtedly nar- 
rowed their assignment. The project 
does not embrace all the sides of the 
platinum and gold business. It regu- 
lates mostly the. problems of financial 
order, preservation, and circulation of 
the precious metals, but leaves out the 
questions of exploration and mining.” 





The writer points to the Soviet min- 
ing laws passed on Nov. 9, 1927, but not 
included in the project, also to the re- 
cently passed regulations covering the 
work of “starateli,” or individual pros- 
pectors not in direct employ and pay of 
the Soviet government. 

“In addition to these measures,” con- 
cludes the author of the article, “it 
would be well to complement the project 
with those forms which have not as 
yet found their reflection in the existing 
Soviet law, but whose necessity has al- 
ready been proved beyond a doubt by 
reality.” 

* “ * 

Better mining of platinum is being 
urged by those interested in the indus- 
try, and accordingly certain innovations 
have been recently introduced in the 
work of preparing the platinum engi- 
neers, technicians, and other personnel 
for their tasks. 

In Leningrad and Moscow special 
courses for the purpose of bettering the 
qualifications of these men have been 
started on the first of this year. The 
Executive Board of the “Soyuzzoloto” 
has supplied the initiative and the 
funds. In Leningrad these courses were 
organized as the extension of the local 
Mining Institute; in Moscow they are 
being maintained by the Mining Acad- 
emy. The faculty of the courses is com- 
posed of the professors of the Institute 
and the Academy and augmented by in- 
structors recruited from the ranks of 
leading platinum and gold specialists of 
the country. 

The students of the courses are engi- 
neers, technicians, and other employes of 
the Ural and Siberia mines and refin- 
eries, sent to Moscow and Leningrad at 
the expense of the government, which 
also pays each of them eight rubles 
(about $4) as their daily allowance 
while they study. The program of the 

(Continued on page 104) 
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These excellent 
examples of ear- 
ly silversmithing 
were recently on 
exhibition in New 
York. 


Hearing on Coupon Case at Sioux Falls, 5. D. 





Charges in Complaint Issued by F ederal Trade Commission Against Advertising Service 
Concern Were Scheduled for March 19 


WASHINGTON, D. C., March 14.—The 
Federal Trade Commission has set down 
for hearing on March 19 at Sioux Falls, 
S. D., the proceeding in its” complaint 
against the Merchants’ Cooperative Ad- 
vertising Service, of Dallas, Tex., a firm 
engaged in the sale to retail merchants 
in various lines of trade coupons to be 
given to customers which are redeemed 
by the respondent in silverware. Trial 
Examiner William W. Sheppard will 
have charge of the hearing and Attorney 
Eugene W. Burr will represent the 
Commission. 

The complaint issued by the Commis- 
sion last September describes the re- 
spondent as a partnership of which the 
members are W. M. Mason, Fred Vest 
and T. Arnold. The complaint recites 
that their agents sell the coupons to 
retail dealers at $3 to $4 per thousand, 
according to the number purchased, on 
terms one-half cash and the balance on 
delivery, and contract to redeem such 
coupons “absolutely free” after they 
have been distributed to customers in 
the regular course of the retail dealer’s 
business. The silverware used in re- 
deeming the coupons is purchased by 
the respondent from a Dallas jobber, 
the complaint states. 

The respondents are charged with 
Tepresenting to retail dealers that: 

1. They are connected with a speci- 
fied concern manufacturing _ silver- 
ware; 

2. That their plan was one adopted 
by the silverware manufacturing con- 
cern strictly as an advertising cam- 
paign ; 

3. That this silverware was of high 
quality and was “1847 Rogers” silver- 
ware, whereas, according to the Com- 
mission’s complaint, the silverware 
delivered was of low quality and made 

Y a concern having in its corporate 
name the word “Rogers” but manu- 
facturing goods greatly inferior to 
and having far less value and public 
Tecognition than “1847 Rogers” silver- 
ware; 





4. That the price of the coupons to 
retail dealers was merely sufficient to 
cover the cost of printing with the 
individual retailer’s name and that the 
silverware was donated by the manu- 
facturer; 

5. That the individual retailer deal- 
ers would be furnished free with a 
26-piece set of silverware in case they 
bought 10,000 coupons or more, when 
as a matter of fact only a 6-piece set 
of inferior quality was delivered to 
such dealers; 

6. That the silverware to be given 
in redemption of coupons and as 
special premiums to retail dealers was 
of the quality displayed by the re- 
spondents or their agents; 

7. That the customers of retailers 
were entitled to any piece of silver- 
ware they might select within the 
number of coupons necessary for its 
redemption; 

8. That 1000 coupons would secure 
a full set of silverware; 

9. That specified retail dealers had 
purchased coupons; 

10. That advertising matter would 
be furnished by respondents, which 


- as a matter of fact was not furnished 


in the quantity and quality desired; 

11. That the redemption of the 
coupons would be “absolutely free” by 
the company, whereas a charge of 7 
cents per each 50 coupons was made 
by the company to persons desiring to 
redeem and was specified upon a por- 
tion of the coupons not displayed to 
certain retail dealers when the cou- 
pons were sold to them; 

12. That the charge of 7 cents was 
merely to cover the costs of package 
and delivery of the premiums, whereas 
it was equal to the cost at retail prices 
of the silverware actually delivered; 

13. That the silverware supplied in 
redemption of coupons was to be sent 
to the retailer from whom the cou- 
pons had been received by his cus- 
tomers, whereas redemption was made 
only at the respondents’ home office; 


14. That inspection of the coupons 
and of the set of silverware to dealers 
would be permitted before payment 
of the balance due on the coupons, 
whereas the coupons and silverware 
were sent C. O. D. and no inspection 
permitted; 

15. That the use of the coupons 
and the subsequent delivery of the 
premiums would be a sales asset to 
the retail dealers buying the coupons 
and reflect credit upon them. 

In several of the above counts, the 
fact of the matter, as stated by the 
Commission, is given. The complaint 
charges that all of the representations 
made as above were false and alleges 
also that, in certain cases, the respond- 
ents refused to deliver coupons after full 
payment had been made and, in other 
cases, refused to deliver premiums upon 
receipt of coupons or neglected or 
omitted either to deliver the premiums 
or answer correspondence demanding 
the same. 

Certain retail dealers gave out the 
coupons with goods sold, with the result, 
the Commission’s complaint asserts, that 
by reason of the failure of the respond- 
ents to fulfill their obligations and to 
honor their representations, such dealers 
were injured in the confidence and good 
will of their customers and suffered 
financial loss, while other dealers, who 
decided not to distribute the coupons, 
also suffered financial loss. Customers 
of retail dealers were induced to buy 
goods at certain stores in the hope of 
obtaining the premiums offered and they, 
too, according to the Commission, suf- 
fered loss by the failure and refusal of 
the respondents in certain instances to 
deliver the premiums, and in other in- 
stances, by a delivery of premiums of 
far less worth than the customers had 
been induced to believe would be given 
to them. 

In reply to the Commission’s com- 
plaint, the respondents take exception 
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Get Loot Worth $15,000 





Robbers Rip Open Safe in Astoria, Boks 
Jewelry Store and Escape with 
Diamond Rings 


A band of expert cracksmen broke 
into the jewelry store of Edward F. 
Wagner, 351 Steinway Ave., Astoria, 
L. I, N. Y., last Sunday and after rip- 
ping open the safe escaped with diamond 
set dinner rings and single stone rings 
valued at $15,000. The loss is said to be 
covered by insurance. 

The thieves are believed to have 
reached the building about 8 o’clock Sun- 
day morning. They climbed the fire 
escape, and at the second story broke 
a window in the rear of a beauty parlor. 
Once inside they dropped down a stair- 
way to the first floor, broke through the 
wall that barred them from the jewelry 
shop and went to work on the safe. 

After knocking off the combination 
knob they attacked the inside of the 
safe with tools which ripped it open. 
Only the choicest articles were stolen, 
but the fact that the thieves did not 
carry away more loot is probably due to 
the appearance in the basement of a 
man who attends the furnace in the 
building. The man heard the burgiars 
working and ran out in search of a po- 
liceman. The thieves, however, were 
gone before the police arrived. The 
crooks probably wore gloves while work- 
ing on the safe as no fingerprints were 
found. 








Clever Swindler Gets Diamond Ring 


from White Plains, N. Y., Jeweler 


WHITE PLAINS, N. Y., March 16.—A 
man believed to be a professional con- 
fidence artist recently swindled Charles 
Brand of Brand’s Shop, 7 Orawaupum 
St., out of a diamond ring worth about 
$350. The swindler worked a clever 
scheme and in the belief that he may 
make a similar attempt on other jewel- 
ers the trade is warned to be on the look- 
out for him. 

He first called at the offices of a local 
automobile company, and after learning 
the name of the president of the concern, 
went to the jewelry store of Bramley & 
Co., Inc., where he attempted to get a 
diamond ring, but was unsuccessful. He 
later visited the Brand establishment 
where he posed as a friend of the local 
motor car company official and stated 
that he was in the market for a diamond 
ring. 

The swindler met Charles Brand, and 
after some conversation the jeweler tele- 
Phoned to his son in another part of the 
shop to bring him several diamond set 
tings. When the son arrived the stran- 
ger and the elder Mr. Brand were deeply 
engrossed in a discussion of a newly 
invented gas lock perfected by the elder 
Jeweler. The son, believing that the 
man was a friend of his father, allowed 
him to take one of the rings to show his 
supposed friend with the motor car com- 
pany. When the younger Brand learned 
that the man was not a friend of his 
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father, he immediately ran from the 
place and attempted to find him, but was 
unsuccessful. 

The man was described as standing 
about six feet tall, of slim build, and 
believed to be between 35 and 40 years 
old. .He wore a light tweed topcoat and 
a black derby hat. It is said that he 
has five gold crowns on his lower teeth. 








Window Smashers Visit Atlantic City 
Jewelry Stores But Secure 
Little Booty 


ATLANTIC City, March 20.—Two 
jewelry stores on Atlantic Ave. here, 
were the targets of window smashers, 
who failed to get anything at one place 
and only a small amount of loot at the 
other. The plate glass in the front door 
of the Friedberg jewelry store at 1532 
Atlantic Ave., was found broken by a 
sergeant of police on his rounds and 
Mr. Friedberg was summoned frem his 
home. It was found that the thieves 
had not taken anything or entered the 
store and it is believed they were 
frightened away by approach of passers 
by after breaking the glass. 

Soon after the police had returned 
from the Friedberg store, headquarters 
was notified that a show window in the 
store of George Banks at 913 Atlantic 
Ave., had been broken. Police found the 
window evidently had been smashed by 
a brick and some jewelry left on display 
taken. Mr. Banks was summoned from 
his home but was unable at the time 
to give the police a list of the articles 
stolen. The police believe the breaks 
to have been the work of the same gang. 
Jwelry store owners in the city have 
been cautioned not to leave valuable 
articles in their display windows over 
night. 








Sneak Thieves Obtain Loot Worth 
$500 at Lynn, Mass., Jewelry Store 


LYNN, MAss., March 16.—Ostensibly 
to look at jewels, two young men en- 
tered the store of Mrs. E. F. Gardner 
of this city this evening and a few min- 
utes later made away with a tray of five 
diamonds valued at $500 on exhibition 
in the window. 

Mrs. Gardner was alone in the store. 
She said she was suspicious of the two 
men as one said he wanted to look at 
brooches, something for which men sel- 
dom ask. While she was showing him 
the brooches at the counter, his com- 
panion stood near the window. When 
her attention was distracted by the pros- 
pective customer, the other man opened 
the slide of the window and pulled out 
the tray of diamonds. 

The other man, saying he did not 
care for the brooches, started to leave 
and his friend went with him. They 
had hardly gone out when Mrs. Gardner 
discovered the theft of the tray. She 
notified the police, of course, but the men 
apparently made their getaway in an 
automobile. They were about 30 years 
of age and very well dressed. 


Look Out for Him 


Check Swindler Adds Atlanta, Ga., Jeweler 
to His List of Victims 


ATLANTA, GA., March 15.—Jewelers 
throughout the country are asked to be 
on guard against a bad check artist 
who recently worked a clever stunt on 
Linton Hammond, well known Atlanta 
diamond merchant, who lost a diamond 
ring which was afterward pawned. 

This man, giving his name as “James 
C. Brooks,” called on Mr. Hammond, of- 
fering the name of one of Mr. Ham- 
mond’s friends as reference, and asked 
to look at some diamonds. He selected 
one and requested that it be set in an 
engagement ring. About five o’clock the 
next afternoon, he called for the ring, 
leaving a check on a local bank that 
afterward proved worthless. 

To all outward appearances, the deal 
was a legitimate one. The man gave 
his supposed address on the check when 
asked to, and verification showed that a 
man named Brooks lived there. He also 
stated that he worked for a local insur- 
ance agency, and here, too, it was found 
that a man named Brooks worked. But 
neither one had ever visited Mr. Ham- 
mond’s shop. 

The diamond ring was later found in 
a pawn shop, where the bad check artist 
had raised $75 on it. The check was re- 
turned marked “no funds.” 

Mr. Hammond describes the man as 
being about five feet eight inches tall, 





very tanned, and _ with noticeable 
freckles. He has red hair and wears 
glasses. On the right cheek, where the 


glasses touch, there is a sore place that 
might be a bad burn. He talks with a. 
decided northern accent, speaking rap- 
idly and clipping off his words. The 
man wore a brown suit with a pearl 
gray colored hat. 

Jewelers are not only asked to be be- 
ware of this man and his scheme, but 
are urged to report to the nearest detec- 
tive agency or to Mr. Hammond if he is 
located. 








Cracksmen Loot Camden. N. J.. 
Jeweler’s Safe 


CAMDEN, N. J., March 20.—In one of 
the most daring burglaries ever com- 
mitted here, cracksmen working under 
electre lights and in full view from the 
street, coolly worked on the combina- 
tion of the safe in the jewelry store of 
John C. Demmert at 504 Federal St., 
and escaped with jewelry and watches 
valued at almost $3,000. They also’ 
stole bonds with a face value of $6,000 
but finding them non-negotiable, threw 
them behind a counter. 

The burglars gained entrance to the 
store by breaking into a warehouse in 
the rear of the place and from there 
into a courtyard from which it was easy 
to force a small window of the store. 
They crouched before the safe, under a 
large electric light which Mr. Demmert 
kept going all night, and were in plain 
view from the street but manipulated 
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the safe tumblers until they found the 
combination. No burglar tools were 
found and police believe the robbery 
was the work of experts from New York. 

Mr. Demmert discovered the robbery 
when he opened the store for the day’s 
business. He told the police that his 
first inventory of loss aggregated $1,236. 
Later he discovered another tray of 
diamond mounted jewelry was gone and 
this brought the figures to $2,736. A 
further search revealed other jewelry 
missing and also several watches that 
had been left for repairs. 








Los Angeles, Cal., Jeweler Captures 
Man Charged With Being a 
Check Swindler 


Los ANGELES, March 15.—S. Shon- 
holtz, retail jeweler, 2222% Brooklyn 
Ave., is receiving the plaudits of his 
friends, for capturing an alleged check 
forger. The prisoner’s wife also was 
arrested. The husband is held under 
$2,000 and the wife, $500. The first is 
charged with forgery and the wife as an 
accomplice. 

In three days recently the persons 
captured by Shonholtz, are alleged to 
have victimized five Brooklyn St., mer- 
chants. Finally the man appeared in 
Shonholtz’ jewelry store and ordered a 
signet ring and called for it the next 
evening. He tendered-a $100 bill and 
when the jeweler could not change it, 
and offered to go out and get it changed, 
the man suggested that he accept a 
check for $36 which he had in his pocket. 
It was accepted and when sent to the 
bank was returned the next day, branded 
as a forgery, it is stated. 

Two days later the man returned to 
Shonholtz’ store and claimed he had 
cheated the jeweler saying the check 
read $30 instead of $36. Mr. Shonholtz 
went to the door, locked it, and then 
handing a revolver to a customer, ordered 
him to cover the man until the police 
could be summoned. 

It is claimed that investigation re- 
vealed that the pair had worked off 
many other checks in various parts of 
the city but kept away from the down- 
town section. The wife was found to be 
on probation, after serving 15 days of a 
sentence imposed on a_ shoplifting 
charge. 








Bandit Shoots Salt Lake City Pawn- 
broker and Is Killed by Latter’s 
Brother 


SALT LAKE City, March 18.—Louis 
Grossman, manager of the Capitol Loan 
Office and well known local pawnbroker, 
was shot through the left wrist Wednes- 
day morning by a bandit who entered 
his place of business and ordered “Stick 
. €m up!” The bandit, who was captured 
soon afterward and gave the name of 
Raymond Frank Watson, alias “Stanley 
Hudson,” 35, recently from Denver, and, 
it is claimed, the possessor of a criminal 
record. 

The crook first went to the cashier’s 
cage and asked Charles Liddstrom, a 
watchmaker, about a watch he claimed 
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he had left for repairs. When told by 
Liddstrom that he had no knowledge of 
such a watch, the bandit gave his order. 
Mr. Grossman and Ben Rose were also 
standing in the cage at the time. It is 
thought the thug will die, as he was later 
shot by Nathan Grossman, manager of 
the Eagle Loan Office and a brother of 
Louis Grossman. Before receiving a 
bullet from Nathan Grossman the fellow 
succeeded in badly wounding a police 
officer who serves as inspector of pawn- 
shops. 








Two More Indicted in Alleged Dia- 
mond Smuggling Plot 


James S. Steel, a lace manufacturer 
of Gloucester, Mass., and Barnet Sha- 
piro, a dealer in laces, are named as two 
new defendants in the indictment charg- 
ing the smuggling of diamonds into the 
Port of New York. It was said that 
Shapiro has expressed willingness to 
appear to answer the accusation and 
that John Roberts, a special customs 
agent, has gone to Gloucester to try to 
persuade Steel to appear without wait- 
ing to be brought here. The indictment 
charging William Ballyn, former chief 
steward of the liner Berengaria, and five 
others in an alleged smuggling plot, was 
superseded by the new indictment con- 
taining the additional names of Steel 
and Shapiro. 

Federal Prosecutor Alvin McK. Syl- 
vester said that Shapiro was formerly a 
business partner of Morris Landau, a 
diamond merchant who is a defendant 
and that Steel had been on intimate 
terms with John T. McIntyre, traffic 
policeman stationed at the Cunard pier, 
also a defendant. 

It is charged that the two new de- 
fendants joined in the alleged con- 
spiracy. The defendants besides those 
mentioned are: Landau’s son and daugh- 
ter, Sidney and Frances, and Moses H. 
Levy, a wholesale dealer. Mr. Sylves- 
ter said that if possible he would place 
on trial, Thursday, before Federal 
Judge Coleman, all the defendants ex- 
cept Ballyn, who has pleaded guilty and 
is expected to testify for the govern- 
ment, Sidney Landau, who is abroad, 
and Levy, whose case has been sepa- 
rated from the others. 

Government agents are said to be on 
the trail of others who had engaged in 
the enterprise and he added that one 
of them had been tracked down and 
found to have acted as a foreign buyer. 
The Federal prosecutor has not deter- 
mined whether to have this person in- 
dicted or to use him as a government 
witness without threatening him. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York as 
reported for the past week: 


Selling Price 


London U. 8. Gov’t New York 

Date Official Assay Bars Official 
March 12 26 58% 56% 
9 as 26 58% 56 3% 
14.. 26 58% 563% 
16.. 26 58% 56 3% 
16 25% 58% 561% 
18... $6 5856 56% 
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Jewelry Exports 





Exports of Domestic Jewelry in 
December Totalled $137,088 


WASHINGTON, D. C., March 15.—Fig- 
ures showing the domestic exports of 
jewelry from this country in December 
have just been issued by the Bureau of 
Foreign and Domestic Commerce. The 
total value of the shipments for that 
month amounted to $137,088. 

Our best customer was Canada with 
a total of $53,562, with the United 
Kingdom ranking second when it took 
jewelry worth $18,039. 

The exports by countries are as fol- 
lows: 


Countries Amount 
Czechoslovakia ............ $ 25 
WICTIMONNG © ooycic on od aidcwscimee 195 
Be EOI = oy Siasiasdiaisin: 5 wae oemuare 490 
GMI 6050.5 ois ci cldrerne 1,658 
GROEN sss. a chins Jase ee 145 
UMN arora Shc teser sie sins eletaevane.s 345 
GUT os asiencis ancnca eae 128 
EAI 5 62:5) +: din iasein siecee 135 
pat ieanas eases scean 1,615 
PRUNE ods o tier cveeinieslawe ar 838 
SWHEGEIAMNG o6.ccccsssees cs 576 
United Kingdom .......... 18,039 
CE a2 oh oo ess. swas 53,562 
Eee SEGUE. 855.2 is hdeaete 10 
CONE RICO oak ois. csiederdcre 439 
8 ee oe nares 1,479 
Se eer tea eee 521 
re rrr 166 
DE UITREIN oi ce orc iehas selene ovarian 2,159 
WRU ONH soos oss oweaes 404 
WOE iors os 3 BS arco 8,093 
bi er nes 242 
PGBS ooo 5055s 'ois, weusies 28 
POMC a 58 5 bins wa crodal cues 266 
Trinidad and Tobago ...... 690 
Other B. W. Indies ........ 263 
CREO 5 oa Sa wale oe 5,758 
Dominican Republic ....... 734 
Neth. W. Indies ........0... 634 
Haiti, Republic of ........ 278 
PE RCNIIR oo ooo ae es, 5 3,137 
TREO 3562s 5 cess Sakis 37 
LL EPC aeae ee en 11,018 
eS er Te 5,208 
CN 50 Awe Naas 1,438 
PE btverciairen pons 90 
ON a Ss lope h diss ors ocak 366 
I ined wes barawew's 341 
iG a er 950 
5 ago a re ee 2,221 
Be I ean éxaweearedys 385 
NE Gabawhe- cond mcdewewa 319 
Saeko cunetedcarss 1,856 
Java and Madura ......... 327 
Other Netherland E. Indies. 91 
MES didn 6 cae ike es 14 
Philippine Islands ......... 5,646 
NNR error cas aen cao siatncs 110 
EY sh iinet d0 aes 150 
Se 473 
Union of South Africa ..... 2,179 
Other B. S. Africa ........ 81 
Be ee MN i bk ew viawceds 65 
Other P. Africa ........... 562 
ee a ee ee +$137,088 | 
Shipments from U. S. to: i 
I iiss tdci teonacees $12,458 | 
POLGO OO aiskicds oscar aut 2,504 
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JADE 


BROOCHES BRACELETS 
NECK CHAINS 


MOUNTED WITH PEARLS OR DIAMONDS 


CROSSMAN COMPANY 


3 Maiden Lane New York 
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CharlesT Dougherty Co.Lne. : 
IMPORTERS 0% PEARLS & PRECIOUS STONES 
7-11 West 45%Street, New York, 


Pearls, Pearl Necklaces 


Pearl Rope 


& - % 











Walter Citelbach & Co., Ine. 


PEARL NECKLACES 


and 


INDIVIDUAL PEARLS 








576 F ifth Avenue New York 
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Death of Henry F. Veith 





Retired New York Diamond Merchant 
Passes Away in His Seventy-seventh 
Year 


It was with deep sorrow and regret 
that the older members of the jewelry 
trade, last week, heard of the death of 
Henry F. Veith, a widely known and 
respected member of the diamond trade, 
and for many years, a member of the 
old firm of Oppenheimer Bros. & Veith. 
Mr. Veith passed away at the Hotel 
Gotham, Fifth Ave. and 55th St., March 
13, and funeral services were held Fri- 
day afternoon at the chapel of Salem 
Fields Cemetery in Brooklyn where the 
interment took place. A large number 
of men prominent in the jewelry trade of 
New York attended. 

Henry Ferdinand Veith was in his 
day, one of the best known and highly 
respected members of the industry. 
Born in Germany, he had lived in this 
country for 55 years and was an Ameri- 
can in everything but nativity. He first 
saw the light in the Duchy of Baden, 
Feb. 28, 1852, and when about 21 years 
old, came to New York where his 
brother-in-law, Seligman Oppenheimer, 
had established a growing jewelry busi- 
ness under the name of Hirsch & Oppen- 
heimer. He joined this business on his 
arrival and from that time devoted his 
entire business career to the jewelry 
trade and to the single house with which 
he was connected. 


Hirsch & Oppenheimer became Oppen- 
heimer Bros. & Hirsch at which time 
August Oppenheimer became a member 
and later in 1877, Mr. Veith and his 
brother, the late Gustave Veith were 
admitted, the firm becoming Oppen- 
heimer Bros. & Veith under which it is 
still known. 


At the time Henry Veith entered the 
firm and for some years later, the firm 
did a general wholesale, jobbing and 
importing business, but in the early 90’s 
they went into the diamond importing 
and cutting, to which the house there- 
after, devoted itself exclusively. Mr. 
Veith traveled extensively for the firm, 
particularly in the vicinity of New York 
State and the Middle West and became 
personally and favorably known to all 
the leading jewelers in this territory. 
He retired from the firm in 1906 since 
which time he had no business activi- 
ties. 


Mr. Veith was married 45 years ago 
to Matilda Hoffman, who survives him. 
He is also survived by two married 
sisters in Newark. 

Deceased was a man of charming 
Personality, quiet, modest and retiring 
who never sought the limelight and 
whose only hobby, if hobby it may be 
called, was to make other people happy. 
He was of an exceedingly charitable and 
Philanthropical disposition but his work 
was done quietly and he was identified 
with no organizations or _ institutions 
with the exception of Mount Sinai Hos- 
pital of which he was a director for a 
short time. 
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John Geissler 


EVANSVILLE, IND., March 16.—John 
Geissler, 87 years old, retired retail 
jeweler, died at St. Mary’s Hospital in 
this city on Sunday, March 10. Mr. 
Geissler suddenly became ill a few hours 
before his death and was hurriedly taken 
to the hospital where he became gradu- 
ally worse until the end came. Up to 
the day of his death he had been in 
apparent good health. 

Mr. Geissler operated a jewelry store 
on Fourth St. near Main St. for about 
25 years and was widely known to the 
trade in Evansville and the tri-State 
territory. He retired from active busi- 
ness in 1908. 

Funeral services were conducted from 
the Schaefer Funeral Parlors last Tues- 
day morning. Burial was in Oak Hill 
Cemetery here. 

Surviving Mr. Geissler are two sons, 
four daughters, one brother, and one 
sister, besides four grandchildren. 


Morris Schiff 


Morris Schiff, for many years a well 
known member of the jewelry trade in 
New York, died on March 9, at his home, 
128 Fort Washington Ave. He con- 
tinued in business until a few years ago, 
when he was forced to retire due to ill- 
health. 

Mr. Schiff started in the jewelry trade 
as an apprentice in 1874, and from then 
until the time of his retirement he had 
been continuously associated with the 
manufacturing jewelry business. For- 
merly he was located at 82 Nassau St., 
but in later years was at 198 Broadway. 
Some time before his retirement his son, 
Arthur, became associated in business 
with him, and is now continuing at 64 
Fulton St. 

Deceased is survived by his widow, one 
daughter and one son. 





Homer Munson 


GALESBURG, ILL., March 16.—Homer 
Munson, aged 78 years, who spent 38 
of his 55 years in the jewelry and optical 
business here, died March 14 in his 
home, 456 E. North St., after several 
months’ illness. He was widely known 
in this section of the State for his 
ability as a watchmaker. 

Mr. Munson was born in New York 
State, Jan. 9, 1851, and prior to coming 
to this city, had conducted stores in 
Sterling and Mendota, III. 

A brother, Emery, in the jewelry busi- 
ness in Mendota, and two sisters sur- 
vive. Funeral services were held Satur- 
day and was made in Hope Cemetery. 








The Bureau of Foreign and Domestic 
Commerce announced this week that a 
concern in Hamburg, Germany, is seek- 
ing the agency in that country for gold 
plated articles of every description, 
especially belt buckles. For further in- 
formation write to the Bureau at Wash- 
ington, D. C., or any of its branches and 
refer to file No. 36885. 
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Death of Meyer J. Peikes 


President of New York Wholesale Chain 
House Was 62 Years Old 


Meyer J. Peikes, president of the firm 
of M. J. Peikes & Son, wholesale dealers 
in gold chains, 68 Nassau St., New York, 
died last Friday in the United Israel 
Zion Hospital, Brooklyn. Burial was 
made last Sunday at Union Fields Ceme- 
tery, Long Island. 

Mr. Peikes was well known in the 
jewelry trade, having been associated 
with the industry for over 40 years. He 
was born in Russia, and was 62 years 
old at the time of his death. More than 
40 years ago he came to the United 
States. He was a rabbi. About 1898: 
he embarked in the jewelry business, 
specializing in the manufacture of 
watch chains and for many years was 
located at 167 Canal St. When the new 
corporation of M. J. Peikes & Son was 
formed he became the president, and the 
business was moved to 68 Nassau. St. 
Nathaniel A. Peikes, a son, has for some 
years been associated with his father, 
and after the elder Mr. Peikes became 
inactive a few years ago his son con- 
tinued the business. Mr. Peikes retained 
his interest in the business until the 
time of his death. 

Through his philanthropic work among 
synagogues and Hebrew institutions of 
learning Mr. Peikes became widely 
known in Jewish circles. He was a mem- 
ber and director of every Jewish syna- 
gogue and other Hebrew institutions in 
the Borough Park section of Brooklyn, 
where he resided. 

Deceased is survived by his widow, 
seven sons and five daughters. 








George L. M. Mitchell 


PROVIDENCE, R. I., March 16.—George 
L. M. Mitchell, for more than 35 years 
associated with the Albert Walker Co., 
manufacturing and wholesale jeweler, 
corner Washington and Empire Sts., 
this city, died last week at his home, 22 
Mauran Ave., in the suburb of Auburn. 
Although Mr. Mitchell had been in fail- 
ing health for some dozen years, he was 
only confined to his bed about a week. 

Born in this city, Oct. 28, 1870, he 
received his education in the city gram- 
mar schools later attending the English 
High School. He enrolled at the Bryant 
and Stratton Business College and was 
graduated from that institution in 1888. 
He then studied at Worcester Academy 
and the Mount Vernon School, following 
which he spent two years at Brown Uni- 
versity. While pursuing his studies at 
Brown Mr. Mitchell secured part time 
employment in the office and shipping 
department and upon leaving college 
became permanently employed by the 
firm. For a number of years he had 
represented the company as its travel- 
ing salesman. 

He was a member of What Cheer 
Lodge of Masons and was affiliated with 
the following higher Masonic bodies— 
Providence Royal Arch Chapter, ~- Provi- 
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STAR SAPPHIRES 


JEROME RICHHEIMER, 20 W. 47th St., New York 




















GEM of FASCINATION 
he STAR SAPPHIRE :, . 


Men’s Star Sapphire 
Rings with fancy dia- 
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A gem so rare, what more 
i, ats: addition to your stock? 





Ladies’ Star Sapphire 
Rings set with fancy monds in Platinum and 
shaped diamonds in White Gold 
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551 Fifth Avenue, New York - 
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dence Council, of Royal and Select 
Masters and St. Johns Commandery of 
Knights Templars and sang in the 
Masonic choir. He was prominent in 
church work at the Arlington Baptist 
Church where he was a deacon and 
chairman of the board of trustees and 
was Assistant Superintendent of the 
Sunday School. In 1896 he married 
Miss Edith Dexter Burroughs, who sur- 
yives him, with two daughters, a grand- 
child, one brother and a sister. 








Daylight Saving 





Retail Jewelers of Greater New York 
Opposed to Cuvillier’s Bill Which 
Would Kill Present Law 


Assemblyman Cuvillier’s bill abolish- 
ing daylight saving was scheduled to 
come up for final action in the House 
yesterday after THE JEWELERS’ CiR- 
CULAR had gone to press. Various or- 
ganizations are strongly opposed to the 
pill, among which is the Retail Jewelers’ 
Association of Greater New York. 

Emil Kohn of Theo. A. Kohn & Son, 
Inc., 321 Fifth Ave., president of the 
Jewelers’ Association, on behalf of his 
association telegraphed that the law 
should be retained because its advan- 
tageous effects on health and general 
welfare “far outweigh any individual or 
class objections.” 

Eight messages also were sent by 
Royal S. Copeland, United States Sena- 
tor, to Governor Roosevelt and Repub- 
lican and Democratic leaders in the As- 
sembly and Senate in which he advocated 
killing the bill. 

“Am surprised that any Democrat 
should sponsor bill to destroy such a 
beneficent law as_ daylight saving,” 
Senator Copeland wired. “Daylight 
saving has contributed to the reduction 
of our death rate and is helping us get 
the best of such diseases as_ tuber- 
culosis. I regard it as an extremely 
important health measure.” 

The present law is defended in the 
messages of the three associations as a 
boon to employes and an aid to health 
through the extra recreation afforded. 

William J. Pedrick, executive vice- 
president of the Fifth Avenue Associa- 
tion, wired the Senate and Assembly 
that the bill should not be enacted “in 
the interests of business and humanity.” 
The present law, his telegram states, 
“has immeasurably helped to keep our 
people healthy and efficient.” 

Philip Le Boutillier, president of the 
Retail Dry Goods Association, wired that 
the bill “affects 65,000 employes of our 
association and more than 325,000 mem- 
bers of their families. There is con- 
siderable sentiment among up-State 
Republicans for the measure. It is be- 
lieved the measure will be defeated or 
passed by a narrow margin. 

The Fifth Avenue and the Retail Dry 
Goods Association and the Merchants 

iation have been active in the fight 
against the bill. 

Other protests against the bill were 
expressed yesterday by Brig. Gen. 
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Palmer E. Pierce, counsel of the Stand- 
ard Oil Co. of New Jersey and president 
of the National Intercollegiate Athletic 
Association; the First District Dental 
Society, the New York Junior Board of 
Trade and Transportation, and the Long 
Island Tennis League, composed of 2000 
business men. 








Government Appeals Customs Deci- 
sion on Enameled Metal 
Compact Boxes 


WASHINGTON, D. C., March 19.—An 
appeal has been taken by the Govern- 
ment from the decision of the United 
States Customs Court holding that en- 
ameled metal compact boxes, classified 
at 80 per cent ad valorem under Par. 
1428, of the 1922 Tariff Act, are proper- 
ly dutiable as mirrors at 50 per cent 
under Par. 230. 

Assessment of duty under the jewelry 
paragraph was protested by Marshall 
Field & Co., the importers. 








U. S. Marshal’s Sale 





Nine Lots of Precious and Semi-Precious 
Stones, etc., to Be Sold at Auction 


William C. Hecht, United States mar- 
shal for the Southern District of New 
York, will sell at public auction on Tues- 
day, March 26, at 12 o’clock noon at his 
office, Room 307, third floor, of the United 
States Court House and Post Office Build- 
ing, nine lots of precious and semi-pre- 
cious stones. 

The merchandise will be open for in- 
spection on Monday, March 25, 1929, be- 
tween 10 a. m. and 3 p. m. and on the 
day of sale, Room 307, third floor, United 
States Court House and Post Office Build- 
ing, New York City, N. Y. A deposit 
will be required by the auctioneer from 
bidders, and the full amount bid must 
be paid immediately after the conclu- 
sion of the sale, when the goods are de- 
livered. 

The catalog lists topazes, tourmalines, 
garnets, opals, synthetic rubies, sap- 
phires and other gems as included in the 
sale. 








Business Records 


It is reported that J. B. Running, 
Mount Vernon, Wash., has assigned. 

Walter M. Farrington, Pittsfield, Me., 
has filed a voluntary petition in bank- 
ruptcy. 

Kertz Quality Shop, Ogden, Utah, is 
offering 60 cents on the dollar to credi- 
tors. ; 

An involuntary petition in bankruptcy 
has been filed against the Carrel Jewel- 
ry Co., Bessemer, Ala. . 

A. P. Voll, Metropolis, Ill., is reported 
to have made an assignment to Richter 
& Phillips Co., of all his assets. 

Lloyd C. Grayson, trading as the Gar- 
land Co., Crafton, W. Va., has made an 
assignment for the benefit of creditors. 
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John A. Cunningham & Co., Inc., At- 
tleboro, Mass., have assigned. Assets 
are $900 and liabilities are placed at 
$9,000. 

L. Von Oven & Co., Detroit, Mich., 
have executed a trust mortgage. Assets 
are placed at $2,000, with liabilities of 
$10,000. 

The Rishel Jewelry Co., Patton, Pa., 
is reported to be in bankruptcy. The 
assets are given as $1,200 to $1,500 and 
the liabilities, $12,000. 

An involuntary petition in bankruptcy 
has been filed against Harry Fox, Cleve- 
land, Ohio. Assets are given as ap- 
proximately $1,500 and liabilities $5,000. 

Herbert E. Gould, San Bernardino, 
Cal., has made an assignment to A. D. 
Johnson. Total assets are given as 
$7,216 and liabilities as $8,262. 








Trophies Give Opportunity for 
Artistic Expression 
(Continued from page 53) 








Crain told how two 18 karat gold medals 
were always struck off inauguration 
time. One of these goes to the Presi- 
dent, the other to the Vice-President, 
while bronze duplications are distributed 
among the Inaugural Committee. These 
bronze medals are also sold in the store 
inauguration time to the throngs of 
visitors who always flock to the city for 
this auspicious occasion. Bronze copies 
of the Lindbergh medal were sold all 
over the country. Even a bronze Hoover 
campaign button found purchasers in all 
States, showing the public’s response to 
real art. 








Along Fifth Avenue With Dame 
Fashion 
(Continued from page 51) 








Umbrella handles are taking upon 
themselves new designs and fresh colors, 
in honor, it would seem, of the colorful 
modes and the coming spring. Our 
trio, sketched, on page 51 shows one 
entirely of faceted amethysts. The knob 
at the top is a many-sided affair and 
the long narrow handle below is built. 
up of many long narrow pieces of the 
amethyst. This handle is used on an 
umbrella of ombre coloring in shades of 
heliotrope. These colors range from the 
palest tint of the umbrella edge to the 
deepest tone at its center. It is a new 
color-scheme for umbrellas and seems 
to have taken umbrella fashions, as it 
were, by storm. The next handle is a 
big brown knob in black and white, 
meaning that black-and-white has re- 
turned even to our umbrella styles. 
This is an attractive design in black 
onyx and ivory. Blues, greens and grays. 
make up the umbrella colors and oxidized 
silver and turquoise matrix make up the 
accompanying handle. The turquoise is 
carved in long narrow cylinder, while 
the silver makes a spiral design en- 
crusted on the turgoise, and the pierced 
and rounded finial. 
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The Clock Trade of Germany 





Some Interesting Facts and Statistics Compiled from Reports 
by Consul General C. B. Hurst, Berlin, and Consuls John 
E. Kehl and Conger Reynolds, Stuttgart 


HE German clock industry is central- 
ized in a few towns and villages in 
southern and middle Germany, the most 
important of which are Schwenningen, 





were women. However, it is believed 
this figure has increased, owing to a 
growing production. The estimated out- 











EXPORTS OF CLOCKS FROM GERMANY 


All figures in metric tons; 


Country of Destination 1913 
ES 2,190 
Se tee 445 
United States of America.... 647 
RN Tas es dis sie o/Gnb. 0 58%. 6% on 114 
NER alsin sch scltha So: eag's os 441 
IE oe a ser axes 9:49 2, 3 54 
ene I ae ae 276 

Na aie Si. 5 «5 6 137 
Rheriand East Indies...... 85 
Ie Soo iccs erate ait S.6-3u sae 179 
ER Ae 135 
ARETE ee a a nearer 116 
RIES. Fria Ges gio) ie e105 @+-<: 0. 106 
RRR aha ors g. SVale bik 9" 9:4 404. 415 
ON ea re ener area 54 
Se 90 
ES ae ae ee 364 
NE, 5 oy care wisi oie oF seme love 5 145 
ee are eer eee 83 
MRE ee eer 33 
Colombia .. Ree 2 
British South Africa. Ethane where 60 

A eee eee 2 
a cee eee aoe te 86 
EE) 3 aGF5i a oreo Slane sataiai eis.» 6 81 
I Oy gi SoGt SIS lo: 5 Taree) ene seat 8 126 
sofa i5 cg ols ehs eae 6 (0) 145 
MEMOMIOVYRIIR os 5s ceccsesss 3 
| Sa eee 16 
Rr Rerar Sneene ear ereene 35 
on ReNe ey sent aie slits acs ters 14 

ene el ee 29 
New Raisiisiais Ce en ree 17 
ESSA eae 64 
I. fbn bcbg sénesaus e148. 00 ek 40 
Philippine Islands.......... sd 
ala Sigh acs, oe eds 3 
NIN 5 655.25. Qi ais 6s eeeee BN 8 
ME IIBOEEOL 06.0 00 0 susieww cas 3 
Met is ia oid ne 4-49 06 328 
Alsace-Lorraine ........... . 
SS re iy we 
EN ey erent e sin hosts ai a'a 5 

Total metric tons‘*...... 7,126 
Tote, tf) MALES... 1.2.26 20,950,000 





145 metric tons shipped to Austria-Hungary. 


2Not shown. 

* Nonexistent. 

‘The 1913 total includes 48 tons to Morocco, 
12 tons to Peru. The 1925 total includes 45 
$ tons to Siam, and 4 tons to Danzig. 


on the Neckar; Villingen, in the 
Schwarzwald; Schramberg, in Wurttem- 
berg; and Freiberg, in Silesia. This in- 
dustry dates back to the fifteenth cen- 
tury, when watches are said to have 
been first manufactured in Germany. 





PRODUCTION 


The former predominance of the home 
clock maker has entirely disappeared. 
With the exception of certain wooden 
clocks, such as cuckoo clocks, the produc- 
tion has become entirely factory-made in 
the last 50 years. 

According to the last industrial cen- 
sus taken in Germany, the German clock 
and watch industry comprised 17,302 
establishments. The largest of the fac- 
tories employs 5500 workers. The num- 
ber of persons employed in the clock and 
Watch industry in June, 1926, aggre- 
ated 59,293 persons, 13,568 of whom 


“hack 








put in 1927 was 18,000,000 pieces. Of 
countries arranged in order of their importance in 1927 
January- 
September, 
1925 1926 1927 
3,472 1,251 1,285 
699 606 448 
380 482 432 
118 251 236 
294 332 233 
262 285 209 
214 200 182 
140 189 181 
211 273 144 
189 217 141 
159 204 141 
266 211 139 
91 117 127 
35 57 113 
71 135 109 
161 144 105 
124 122 86 
68 83 78 
61 157 68 
91 72 60 
34 67 59 
91 105 58 
59 70 50 
59 61 48 
45 38 46 
83 63 46 
39 40 43 
69 60 42 
61 38 41 
52 72 41 
31 29 37 
62 67 37 
63 62 36 
47 41 34 
57 51 33 
P 2 28 
48 56 27 
40 41 26 
. 2 24 
2 44 17 
ny 3 6 
31 29 P. 
8,461 6,745 5,514 
44,498,000 35,288,000 27,066,000 


27 tons to Hong Kong, 14 tons to Greece, and 
tons to Greece, 30 tons to British West Africa, 
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this amount, it is estimated that over 
two-thirds is exported. 


CONSOLIDATION IN THE: INDUSTRY 


The most important event in the his- 
tory of the industry was the consolida- 
tion in 1927, retroactive to July 1, 1927, 
of the three large clock and watch com- 
panies, which were joined in April, 1928, 
by two other large concerns. 

The main purpose of the consolida- 
tion, according to one large manufac- 
turer, is “to improve and cheapen manu- 
facture by rationalization and the ex- 
change of joint experience.” 

The new combination is not locally re- 
garded as a fusion of the interested 
firms but a consolidation into one work- 
ing unit under a central management. 
The affairs of the consolidated com- 
panies are conducted by a joint directo- 
rate and a joint board of administration. 
The sales organization of the three 
firms, however, for the present at least, 
will remain independent. The firms have 
agreed to continue supplying not only 
the retail but the wholesale trade. 

The firms in this new combine, pre- 
vious to consolidation, had formed a 
special group in the price convention, 
the group producing standard makes 
only and therefore attaining the best 
prices. The next group of the price 
convention specialized in medium-priced 
products, while the third group engaged 
in the manufacture of cheap clocks and 
watches. With the addition of two firms 
to the combine, a new price convention is 
being planned with the prominent firms 
outside the combine. 


EXPORTS 


The German industry is dependent on 
export trade, particularly that branch 
manufacturing clocks, clock movements, 
clock parts, and computing devices op- 
erated by clock works. Fully 75 per cent 
of the manufactures in these lines enter 
into the export trade. The volume of ex- 
port trade in clocks and parts alone, 
showing development since pre-war 
years, is shown in the following table: 


GERMAN TRADE IN CLOCKS AND WATCHES 



































Country 1913 1925 1926 1927 

. = Marks Marie Marks Marks 
iss 4s saan caysades 540,000 1,220,000 1,400,000 1,426,000 
NR on ce cchins ce cavc 7,590,000 20,560,000 7,860,000 11,483,000 
Gr TOSCANO. occ éieesciags a eitguach See! 8 ~vieeaaias ; 18,000 
Se SE Pee a eee ae 660,000 1,000,000 810,000 1,094,000 
pe _~ iegeamaed Mpc aia ecsieixteGiaik len ets 1,260,000 4,150,000 3,360,000 3,443,000 
—_ Barclay a scsie Madcowatelc ae | Ppeeemeeis 50,000 1,180,000 1,585,000 
MIMS aici 5,'s 03. Sisi wale aus 710,000 1,260,000 1,420,000 367,000 
cs | a a a! 1,280,000 1,910,000 1,920,000 2,581,000 
te Oe eewaieeiaiiacinn 4 URE oe 90,000 1,130,000 1,342,000 
a neranin mutter eterna eve are cu er Here oee.cee 1,094,000 

Si Si ayhnea WA 1p osa 568s 6.) ce wiaxe severe 060, > R . A 
Nethertand East Indies......... 230,000 1,130,000 1°380/000 1,868,000 
RM ERATIRL 05-4 1019 06 19h ese ey. 41 30° 1,310,000 1,610,000 1,900,000 1,671,000 
MIS iy 5 090)5, Sica. a b<s\0Sc es e's. 68 Ws 400,000 1,370,000 1,170,000 69,000 
WTC UNGER obi cakes here es 2,660,000 2,650,000 3,450,000 3,775,000 
DO re oe 230,000 1,730,000 1,910,000 2,008,000 
ES Giclee cel incawas es: ln epemeeees 660,000 1,540,000 1,873,000 
po er eee a ee ee ee 10,760,000 13,340,000 25, 880,000 E79; 578, 000 
RURU f ac. cie' cece oie, Veal ete ts eos eles 28,190,000 56,690,000 68,490,000 54,775,000 
Imports 

PRUE 6 dic ccc 6d dd a's oe wc 27,250,000 28,300,000 12,080,000 24,629,000 
PINE SG ab a ices Sah ba 8s 2,220,000 1,240,000 650,000 1,040,000 
MND eos loli sieiwiorlow woe isp anders 29,470,000 29,540,000 12,730,000 25,669,000 





Source: Statistisches Jahrbuch fur das Deutsche Reich, 1926 © 1927; 


Monatliche Nach- 


weise uber den auswartigen Handel Deutschland, January, 
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fs A A A > ¢ | | | fh. Do you buy, sell or use gems and gem materials? 
_ 
CELLINI BLDG. 48 W. 4§™ STREET Here is a new reliable guide packed with up-to-the-minute informa. 
tion about gems, gem materials, imitation stones, treated stones, 
synthetic stones, etc. 


: M PORT ERS OF ST ONES Kraus and Holden’s 


Gems and Gem Materials 


Describes practically every important gem and gem material, 
classifies the materials according to various properties, includes 
tables of comparative gem material characteristics and gives the 
latest ‘available information on manufactured stones. 


222 pages, 6x 9, 256 illustrations, $3.00 


Six features of this new gem book 





1. Valuable statistics on  pro- imitations, bakelite, etc. 


duction and occurrence. 
. Numerous tables of gems ar. 


ranged according to various 


. Full discussion of cutting and : 
properties. 


polishing of gems. 








5. Map. showing world occur- 
. Full treatment of manufac- ncn ll of ond minerals. 
tured stones, including de- 
tailed discussions of artificial 6. Summary Table for ready 
rubies and sapphires, glass reference. 





Order your copy to-day from 


| BAG val lis! Jewelers Publishing Corporation, 239 W. 39th St., N. Y. 
H rAQQu ES 
a Si QUARLS We specialize in 


3 restringing and matchin 
a NE CALIBRE ) Pearls and Stone Beads 


| AM On » yf , La Vie Pearl Company 


65 NASSAU STREET (Cortland 0650) NEW YORK, N.Y. 





BRYANT 
5464 + 54605 





OVERLAYS—SHELLS 


, - a U 
Patented U. 8. 4. Platinum Mountings, Wedding Rings Dome ye 4 yy 
and Special Orders a @ ¥ “| 

or 


49 Maiden Lane Tel. John 5892 New 
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In the combined clock and watch ex- 
port trade Germany ranks second, be- 
ing exceeded only by Switzerland. Ex- 

rts in 1927 decreased in value, as com- 

red with 1926, but were almost twice 
those of 1913. This increase is due to 
a larger business in metal watchcases, 
automobile clocks, and clock movements. 

The table on page 77 compares the 
yalues of German clock and watch ex- 

rts and imports for the years 1913 
and 1925 to 1927, inclusive: ; 

Great Britain has always been Ger- 
many’s best customer for clocks. It is 
understood that a large part of these 
cocks, however, are reexported from 
Great Britain to the British colonies. 
The Netherlands, also an important mar- 
ket, reexports the clocks bought from 
Germany. The three largest direct con- 
sumers are the United States, Switzer- 
land (mostly parts for use in manufac- 
ture), and Canada. 

Exports to Canada and Australia, two 
of the best markets of the American 
manufacturer, have been showing a 
steady increase since 1925, to the loss 
of the American manufacturer. 

The industry claims that several mar- 
kets have been lost through increases in 
tariff and home production in foreign 
markets. But thus far it has appar- 
ently been able to offset any losses in 
the volume of business through a corre- 
sponding increase in other markets and 
in other styles. The industry has also 
to a great extent shown the German 
adaptability to the exact demands of the 
foreign buyer, it creating practically 
any style and shape for specific require- 
ments, even in small quantities. 


IMPORTS 


Imports of clocks and watches into 
Germany, valued at 25,669,000 reich- 
marks in 1927, were more than double 
imports in 1926. Switzerland supplies 
% per cent of the imports, which con- 
sist chiefly of pocket watches and wrist 
watches of the better grades. The lo- 
tal demand for clocks is met almost en- 
tirly by the domestic industry, and it 
is believed Germany will never be a mar- 
ket of any importance for foreign-made 
clocks. 

The 1927 consolidation has greatly im- 
proved conditions. The leading plants 
are being rapidly modernized and have 
achieved low production costs, owing to 
labor which is considerably cheaper 
than that in the United States. German 
competition in foreign markets is of in- 
(teasing importance to the American 
manufacturer. 








For the first time in the history of 
the American and French markets, a 
Parisian couturier has sponsored novelty 
kwelry of American manufacture, it 
Was stated by L. A. Samstag of Samstag 
and Hilder Bros, New York. The 
kewelry made by this firm comprised a 
soup of baguette necklaces, bracelets 

1 earrings, patterned after French 

but made here. It is being spon- 
‘red by the Paris house of Agnes. 
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Newark 





Herman Lichtenfels, a department 
manager of the Gemex Co. has recently 
returned from a _ two-month visit to 
the European market. 

The Silver-Diamond Corporation of 
Newark was incorporated last week to 
deal in jewelry in Newark, N. J., under 
the laws of New Jersey. Capital was 
set at $100,000. Those interested are 
Samuel Diamond, Mayer Kravitz of 
Newark, and Michael Schwartz of New 
York. 

Samuel F. Dixon, of William Dixon, 
Inc., Newark, N. J., widely known manu- 
facturer of jewelers’, dental, platers’ and 
silversmiths’ brushes, was unanimously 
reelected president of the American 
Brush Manufacturers Association at 
their 12th annual convention at the Am- 
bassador Hotel, Atlantic City, N. J., on 
Friday. 

Charles Lenhart, of the display de- 
partment of a large department store 
in Newark, was awarded second prize by 
the Clock Manufacturers’ Association of 
America for his window display of time- 
pieces during the last year. A. J. Dona- 
hue, who assisted in the displaying, was 
included in the prize division, which was 
a cash award made for the middle 
class. 

Henry M. Blank, son of Mr. and Mrs. 
Henry Blank of Glen Ridge and mem- 
ber of the jewelry firm of Henry Blank 
& Co., Newark, became engaged last 
week to Miss Evelyn Bayne. Mr. Blank 
was graduated from the Massachusetts 
Institute of Technology with the class 
of 718. He is a member of the Delta Tau 
Delta Fraternity. During the World 
War he served as a captain of artillery. 
No date has been set for the wedding. 








New Enterprises 





A. L. Brown has opened a new retail 
store in the downtown district of Flint, 
Mich. 


Joseph Gumm, who operates 10 other 
establishments throughout the State has 
opened an attractive retail jewelry store 
at Flint, Mich. 


Donald R. Kanney recently opened a 
new retail jewelry store at Monroe, 
Mich. At the formal opening the store 
was visited by a large number of people. 


S. Flatow and Paul C. Harbaugh will 
open a modern jewelry store on the 
ground floor of the new Buyers build- 
ing, Third and Alder Sts., Portland, 
Ore. They are purchasing an extensive 
stock while remodeling of their store 
room is going on, and expect to have 
the formal opening May 1. 


The Community Jewelry Store was 
recently opened for business at Elyria, 
Ohio. This establishment is affiliated 
with the Ralph Deutsch Co., which op- 
erates a chain of jewelry stores in other 
cities. 
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Buffalo 


Aaron E. Sipe, jeweler at 38 Niagara 
St., is holding an auction, preparatory 
to retiring from business on May 1. 

Otto Jassoy & Co., jewelers and plati- 
numsmiths, have moved from 694 Main 
St. to 374 Delaware Ave., at Trinity 
Place. 

Two jewelry stores are affected by a 
lease of property at the southeast cor- 
ner of Main and Genesee Sts., taken by 
the United Cigar Stores Co. The store 
of the late Mose Cohen, 539 Main St., is 
one of those involved. The auction 
which has been conducted since the 
death of its proprietor will end May 1. 
Kuster & Wickham, another old estab- 
lished store at 1 E. Genesee St., will be 
forced to look for a new location. 











Allentown 





Business conditions in Allentown are 
about normal for this season of the 
year. Improvement is expected soon. 

F. Kronassey, proprietor of a jewelry 
store at 214 N. Fourth St., reported to 
the police that some time early Friday 
morning window smashers threw a brick 
through his window, and got away with 
$200 worth of. merchandise which was 
on display. The culprits left no clue 
as to their identity. 

Under the auspices of the local Cham- 
ber of Commerce, all the merchants on 
Hamilton St. participated in the Spring 
Style Window Shopping Night, Tuesday 
evening from 7 to 10 o’clock. Local 
jewelers’ store windows presented some 
very unique and effective displays of 
jewelry on this occasion. 

Using a stolen coupe, two youths, 
shortly before 2 o’clock Friday morning, 
smashed the display window at the Sor- 
rentino jewelry store, 335 N. Sixth St., 
and escaped with a handful of rings. 
The presence of witnesses to the robbery 
caused the youths to work rapidly and 
prevented them from making away with 
a greater amount of loot. Before they 
could be apprehended they jumped into 
the stolen car and speeded away. 








A complete analysis of the position 
that wholesaling occupies in the chang- 
ing mechanism of distribution and the 
problems that wholesalers are encoun- 
tering ,will be presented at the final 
meeting of the national wholesale con- 
ference to be held April 26-27 in Wash- 
ington under the auspices of the Cham- 
ber of Commerce of the United States. 
The first meeting of the conference was 
held more than a year ago and since 
then four committees, with a member- 
ship of 64 business men engaged in 
many lines of wholesale trade in vari- 
ous parts of the country, have surveyed 
conditions confronting the wholesaler 
and will submit their reports at the 
final session next month. 
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“BUY FROM THE CUTTRRS” 


GEMS 


EMERALDS 


RUBIES 


SAPPHIRES 


AQUAMARINES 
CHINESE JADE 
BLACK OPALS 


and other 


PRECIOUS STONES 


AMERICAN GEM €& PEARL CO 


Miners : Cutters : Importers 


SIX WEST FORTY-EIGHTH STREE1 


NEW YORK 
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March 17th 
----to be EXACT 


Irish all over the world 
celebrated St. Patrick’s 
Day. 


St. Patrick, with his Jew- 
eled Crozier, drove the 
snakes out of Ireland 
and gave a _ guarantee, 
which still endures, that 
never again would a reptile 


bother “ Ould Ireland.” 


The guarantees we give 
our customers, like 
St. Patrick’s, also endure. 


Joes Wee lol: 


10 West ice | 
New York. 
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-Maurice Y. Nathan now on 


the Continent 


q His outstanding aim is not to do Cannes, Nice, the Lido or Deauville—but to 


thoroughly cover the European Gem Markets. 


q New trends !—new Gems ;—new cuttings !—all these are offered to our patrons 


while they are newest! 


filled by us. 


q Try us on your next order. 


Diamonds, Pearls, Precious and Synthetic Stones 


It will best serve your stone requirements to have them 


S. NATHAN « COs 


Importers and Cutters 
71-73 NASSAU STREET 





NEW YORK 
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Famous Diamonds and Their History 





Some of the Most Celebrated Gems of the World Described in a 


New Leaflet Published by the Field Museum of 
Natural History of Chicago 


Among recent contributions to the 
literature on gems, an important place 
should be given to the work “Famous 
Diamonds” by Prof. Oliver Cummings 
Farrington which has just been issued 
by the Department of Geology of the 
Field Museum of Natural History of 
Chicago. 

This is No. 10 in the list of: geological 
leaflets issued under the auspices of the 
Museum and of Stephen C. Simms, di- 
rector, and is:sold by the Museum for 
the small sum of 25 cents. It is pro- 
fusely illustrated with half-tone cuts, 
among the most interesting of which is 
that showing the case of models of the 
famous diamonds of the world in their 
natural colors; the illustration of the 
Cullinan diamond in the rough and the 
principal stones cut therefrom; the por- 
trait of August II, Elector of Saxony 
and King of Poland, 1697-1733, who 
founded the famous collection of gems 
preserved in the Green Vaults at Dres- 
den; a portrait of Jean-Baptiste Taver- 
nier, the famous French traveler and 
gem merchant and finally, a half-tone of 
the beautiful Taj Mahal in India where 
lie the remains of Shah Jehan and his 
favorite wife. This tomb is_ richly 
adorned with precious stones and the 
ruler who built it possessed during his 
lifetime many of the most famous dia- 
monds of the world, including the Koh-i- 
nor,” “Great Mogul” and “Shah.” 

Dr. Farrington’s pamphlet gives a 
brief description of the famous dia- 
monds of the world, beginning with the 
Cullinan, together with their history as 
itis known up to date. The diamonds 
described include: the Dresden Green 
diamond, the English Dresden diamond, 
the Empress Eugenie, the Florentine, 
the Great Mogul, the Hope Blue, the 
Jubilee, the Kohinoor, the Nassak, the 
Orloff, the Pasha of Egypt, the Pigott, 
the Regent or Pitt, the Sancy, the Shah 
of Persia, the Star of Este, the Star 
of South Africa or Dudley, the Star of 
—. the Stewart, and the Tiffany 
ellow. 








London Notes 





Most of the manufacturers seem to be 
satisfied with the amount of business 
ttansacted at the British Industries Fair, 
both at White City and at Birmingham. 

€ exhibits of the Birmingham jewelry 
manufacturers have proved to be a splen- 

id advertisement for this type of ar- 
ticle, and some excellent orders have been 
Placed, Sheffield products have done 
particularly well and cutlery firms have 
ed quite a lot of substantial orders 
abroad. The demand for quality can- 

and cabinets has revived with a 


vengeance. One firm has sold its cock- 
tail stick sets in golf-bag designs to 20 
countries, including America. A number 
of foreign countries have placed orders 
for electro-plate ware, South Africa, 
Holland and Canada being particularly 
indicated. 

The applications for higher duties on 
articles entering Australia cover gold 
and silver wristlet watches and master 
or electrical controlling clocks. The pref- 
erence amendment affecting cutlery 
means that it must be of United King- 
dom origin, or derive 75 per cent of fac- 
tory cost from labor or material here, 
to benefit. 

A correspondent writing to the Times 
last week suggests, apropos of smash- 
and-grab jewelry raids, that if finely 
woven wire was rolled out in the plate 
glass when manufactured it would be 
hardly visible as window glass and would 
prevent any thefts of jewelry from win- 
dow trims even if the glass was smashed. 

A live tortoise evidently left behind by 
a woman passenger on a Paris-London 
air line was taken in charge by officials 
of the company. The creature’s shell 
was encrusted with precious stones. It 
has not been claimed yet. 

Christie’s will put up the famous Port- 
land Vase for auction early in May. It 
has been on exhibition at the British Mu- 
seum 118 years and is considered to be 
one of the most valuable antique pieces 
the country possesses. It was unearthed 
some 300 years ago near Rome and con- 
tained what was believed to be the ashes 
of the Emperor Severus. It came to 
England at the end of the 18th century 
and sold for nearly £9,500, becoming the 
property of the Duchess of Portland. Her 
son, the third Duke of Portland, loaned 
the vase to the British Museum in 1810. 
Several years ago £50,000 was offered 
for the vase by Americans and refused. 
The vase is a little less than one foot 
high and of glass of a rare deep blue hue. 
It is decorated externally with white 
opaque figures. It is flagon shaped, with 
two curved handles linking up each side 
of the body and neck. This is the famous 
piece that was smashed to fragments by 
a drunken employe of the Museum in a 
fit of rage in 1845. It was repaired so 
cleverly that it is practically impossible 

to detect that it had ever been smashed. 


Attleboros 


The Union Plate Wire Co. has com- 
pleted plans for an addition to its plant 
to cost $11,000. 

The General Plate Co. is building an 
addition to its factory on Forest St., 
that will increase its factory space more 
than 100 square feet. 
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Philip H. Lettre died last week at his 
home in Attleboro Falls after a short 
illness. He was 78 years of age and 
had lived in the Attleboros for many 
years and was associated with the T. 
I. Smith Co. until that concern went out 
of business, when he conducted a find- 
ings business for himself. He was of a 
practical and ingenious turn of mind 
and had patented several inventions. He 
is survived by two children. 








Providence 


On petition of Arthur L. Cobb, Presid- 
ing Justice Willard B. Tanner in Su- 
perior Court last week dissolved the N. 
Barstow Co. as a Rhode Island corpo- 
ration. 

A dividend of 15 per cent was ordered 
paid to the creditors of the manufac- 
turing concern of George L. Vose, Inc., 
formerl¥ at 85 Page St., in a decree en- 
tered the past week in Superior Court 
by Presiding Justice Willard B. Tanner 
following a hearing on the report of 
Charles M. Robinson, as temporary and 
permanent receiver. The report showed 
receipts of $1,905.48 and a balance of 
$1,106.31 which was ordered distributed 
among creditors having claims aggre- 
gating $7,375.45. 

Among the jewelry buyers reported in 
this city and vicinity during the past 
week were the following: Mr. Kauf- 
man, of Kaufman & Ruderman, New 
York city; Mr. Ponetti of the May Co., 
Cleveland; Mr. Goldberg, of the Vogue 
Jewelry Co., New York city; Mr. Levy 
of Morris Levy & Co., Chicago; Mr. 
Steinberg, of Schwartz & Steinberg, 
New York city; Miss Bagley and Miss 
Donaldson, of Marshall Field & Co., 
Chicago; Mr. Diamond, of Diamond 
Blitz & Co., Chicago; Mr. Hughes, of 
the Larkin Co., Buffalo. 


Pittsburgh 


The jewelry store of B. Horvitz, 427 
E. Ohio St., will be discontinued April 
1, according to an announcement by the 
owner. 

E. P. Lipson, prominent jeweler in 
Fairmount, W. Va., will open a new 
store in Fairmount April 1. This will 
make two stores in the same town for 
Mr. Lipson. He intends to conduct one 
as a strictly cash house, and the other 
store will be run on a credit basis. 

The petition of involuntary bank- 
ruptcy recently filed in the United States 
District Court for Western Pennsylvania 
covering Rishel Jewelry Co., Inc., D. K. 
Rishel, manager, shows liabilities as 
$12,793 and assets of $3,750. The re- 
ceivers appointed are Clarever and 
Davis, Ebensburg, Pa. 

David Weiss of Grafner Bros. just re- 
turned from a business trip in this sec- 
tion of the country, and he reports con- 
ditions somewhat better. He said there 
is a better feeling in every section he 
visited. 
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INPERIOSL CHINESE SADE 


i | Matched Ses FINE EMERALDS RUBIES AND SAPPHIRES 
Unusual STAR RUBIES AND STAR SAPPHIRES 


Single Pieces BLACK OPALS AQUAMARINES 
Exquisite 
Carvings 

































Direct importations of Imperial Chinese 
JADE from the BEST CUTTERS 


LUCIAN M. ZELL 


522 FIFTH AVENUE -- - - - NEW YORK, N. Y. 


a 








Rare Pieces 








Genuine Pearls Cultured 
Necklaces and Individual Pearls 


HEAD OFFICE: GINZA, TOKIO 






BRANCHES: 
OSAKA—AWAIJI-MACHI NICHOME 
OSAKA—4 CHOME KORAIBASHI 
LONDON—205 Regent St., W. I. 
PARIS—7-9 BOULEVARD HAUSSMANN 














PEARL CULTURE FARMS 


GOKASHO BAY AND AGO BAY MIYEKEN 
OMURA BAY, NAGASAKIKEN NANAO BAY, ISHIKAWAKEN 
ISHIGAKIJIMA, RIUKIU, JAPAN PALAO ISLAND 


K.MIKIMOTO 
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New York Notes 





The business of the Roberts Jewelry 
Co., this city, was incorporated recently 
with a capital of $5,000. 

Samuel Teitelbaum, diamond dealer, 
has moved from 83 Canal St. to new 
quarters at 93 Nassau St. 


Greene & Gervetz, importers of dia- 
monds, are now located at 580 Fifth 
Ave., having moved last week from 22 
W. 48th St. 

J. Engel, Baltimore, Md., was in New 
York last week. He sailed for Europe 
on the Lapland. He expects to return 
sometime in April. 

The annual meeting of the Jewelers 
Cooperative Bureau will be held today 
(Thursday) at 2.30 p. m. in Room 703 
at 15 Maiden Lane. 

Goldmuntz Bros. & Co., 10 W. 47th 
St., will move about March 25 from 
Room 805 to new quarters in Room 1401 
in the same building. 

T. Petersen, who formerly called on 
the New York city trade for Folmer 
Prip, 74 W. 46th St., has severed his 
connections with the firm. 


Harris Levin, president of the Lion 
Safety Pin Clutch Co., Inc., 20 W. 22nd 
St., is at Miami Beach, Fla., where he 
will stay for the remainder of the month. 


The Belove Watch Case Co., Inc., has 
taken 5000 additional square feet of 
space at 23 East Broadway and now 
occupy the third and fourth floors in 
that building. 


About April 1, Kreiger & Dramoff, 
dealers in watch materials and jewelers’ 
supplies, 562 Fifth Ave., will move to 


larger quarters in Room 503 at 10 W. 
47th St. 


Janowitz Bros., diamond setters and 
engravers, 106 Fulton St., have taken 
new and larger quarters in Room 1213 
in the same building where they will 
be located about May 15. 

A regular monthly meeting of the 
Jewelers 24 Karat Club of New York 
was scheduled to take place yesterday 
(Wednesday) afternoon after THE 
JEWELERS’ CIRCULAR had gone to press. 

Felix Deman of the Deman Chain 
Mfg. Co., and the D & B Import Co., 
left. for Europe last Thursday on the 
Paris. He will spend two months on 
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the continent in the interests of the two 
firms. 

Morris S. Claar of Claar Bros., im- 
porters of diamonds, 10 W. 47th St., 
returned from abroad on the Leviathan 
on March 15, after completing a success- 
ful purchasing trip in the diamond mar- 
kets of Antwerp, Amsterdam and Paris. 

Edward Lembeck of Edward Lembeck 
& Bros., 37 Maiden Lane, who is visit- 
ing the precious stone centers of Eu- 
rope, writes that he finds the cutters 
very busy and that goods are hard to 
obtain. Mr. Lembeck will visit the Fair 
at Prague. 


Brod & Co., manufacturing jewelers, 
9 Maiden Lane, with a factory in New- 
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ark, N. J., has announced that Albert 
Brod is retiring from the firm. Oscar J. 
and Herbert M. Brod will continue the 
business, it is stated, under the same 
policies. 

Allan F. Meade of Philadelphia has 
severed his connections with the William 
Kinscherf Co., 141 W. 36th St. The 
concern announced that Charles F. 
Goetz, formerly with M. Tishman, has 
been engaged as the concern’s middle 
western representative. Mr. Goetz left 
on March 15 for a two months’ trip. 


Matthews M. Lieberman, Abraham 
Kranz, Henry Rubin and Samuel J. 
Paskow were all arraigned before Judge 
Coleman in the United States District 
Court this city on indictments charging 
conspiracy to conceal assets. Each of 
the defendants pleaded not guilty and 
was held in $1,500 bail. Guiseppe D’Elia 
previously entered a plea of not guilty, 
leaving 14 of the 19 jewelers recently 
indicted on charges of concealing assets 
to be brought into court. 


In a daylight robbery in one of the 
busiest sections of Jersey City, N. J., a 
show window in Stewart’s jewelry store, 
92 Newark Ave., was broken, and 
watches and rings valued at $650 were 
stolen shortly before noon on March 10. 
Less than half an hour before discovery 
of the theft, Patrolman Crowbuck had 
tested the door. The entrance to the 
store forms a niche projecting back 
from the street, so that the robber could 
work without being seen along the 
street. Protected by the rumbling of 
the Pennsylvania railroad trains nearby, 
he threw a heavy iron nut into a pane, 
making a hole five inches in diameter. 
The other window, filled with heavier 
objects, was not touched. 


A meeting of the Board of Directors 
of the Jewelry Crafts Association was 
held Tuesday at the headquarters of the 
organization, 48 W. 48th St. Secretary 
Arthur Essing reported that the school 
committee had inspected the classroom 
in Public School 27 at 42nd St. and 
Third Ave., where students in jewelry 
making and many of its branches will 
soon receive instruction. The committee 
expressed satisfaction over conditions 
which they reported as_ ideal for 
study. All of the work benches have 
been installed and the plumbing is now 





(Continued on page 81) 
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being done. Specifications for the elec- 
trical work have been drawn up and 
work on this will soon start. The Jewel- 
ry Crafts Association will hold its an- 
nual meeting next Wednesday (March 
27) at 2.30 p. m. in the rooms of the 
National Jewelers Board of Trade, 22 
W. 48th St. 

J. Braverman has severed his connec- 
tion with Sager & Samitt, Inc., 121 
Canal St. 

An exhibition of hand wrought silver, 
jewelry and enamels is being held at 
the Cauman Studio, in this city, until 
March 30. 

The Modern Watch Co., Inc., formerly 
at 35 Maiden Lane, announces the re- 
moval of its office to larger quarters in 
the Cellini building, 48 W. 48th St. 

The Arax Jewelry Mfg. Co., Inc., man- 
ufacturer of antique and seed pearl 
jewelry, has postponed its removal from 
105 Fulton St., to 74 W. 46th St., until 
April 1. 

V. Cirrotta, dealer in diamond jewelry 
and watches, for many years, located at 
109 Canal St., will be located in new 
and larger quarters at 127 Canal St., 
about April 1. 

M. Epstein & Bro., importers of 
watches have removed their offices from 
2 Maiden Lane to 20 W. 47th St. In 
making the change they have acquired 
considerably more space. 

The business of the Consolidated 
Watch Co., 77 Nassau St., owned by 
Mark Wolin, has been taken over by 
Edward Bottner and Nick Ribsam and 
located at 65 Nassau St. 

Bernstein & Sons, manufacturing 
jewelers, are now moving to larger quar- 
ters in the same building on the same 
floor at 206 Broadway, where they will 
have better facilities to care for their 
trade. 

Among the charters of incorporation 
issued at Albany during the past week 
was one for Marinbach & Koblentz, with 
a capital of $30,000, and another for 
the Gramercy Jewelers, with a capital 
of $10,000. 

Isidor Goldstein of M. & I. Goldstein, 
diamond importers, 48 W. 48th St., is 
returning from Europe aboard the 
Aquitania from a purchasing trip. While 
abroad Mr. Goldstein visited the prin- 
cipal diamond markets of Paris, Antwerp 
and Amsterdam. 

Manny Solomon, who formerly repre- 
sented the Arnold-Ochs Co., Providence, 
R. I, in New York, and other large 
eastern cities, is now with the Bojar Co. 
of Providence, in charge of its New York 
office at 9 Maiden Lane. The Bojar Co. 
has purchased tools, dies and machines 
of the Arnold-Ochs Co. 








The Gore jewelry store at Clover, 
S. C., was destroyed by fire with a total 
loss of between $10,000 and $15,000 in 
a blaze which swept the Carolina Thea- 
ter building, and two adjoining. 





THE JEWELERS’ CIRCULAR 





Boston 


Teams representing the D. C. Percival 
and the A. Stowell Co. had a lively tilt 
for honors in the Bowling League games 
last week, Percivals hitting 1547 to win 
by five points. Robinson of the Hodg- 
son, Kennard Co. cracked 359 for three 
strings. 

Gypsy Smith, religious revivalist, 
who has been conducting services at the 
Boston Garden and drawing tremendous 
crowds, was the guest of Frank F. 
Davidson, treasurer of the Thomas Long 
Co. last week when the religious worker 
visited the Long company’s _ store. 
Gypsy Smith was personally conducted 
through the Long establishment. Be- 
fore the distinguished crusader left the 








Prince of Wales Buys Diamond 
and Sapphire Set Platinum 
Cuff Links 


f gon Prince of Wales recently bought 
for his own use a pair of beautiful 
cuff links for evening wear. Each link 
consisted of four diamonds set in platinum 
with a sapphire as centerpiece cut en 
cabochon. During the day, the Prince 
wears plain gold links and enameled ones 
when he goes riding or indulges in some 
other form of sport. Sometimes he wears 
in his hunting stock a beautiful miniature 
of a fox’s head worked out in tiny dia- 
monds. Not very long ago the Prince of 
Wales paid a great compliment to modern 
iewelers, whose designs he described as 
having reached “the zenith of perfection.” 

Jewelry fashions for men follow a very 
somber course, the only real note of dis- 
tinction being the blending of precious 
metals into colorful patterns. Cigarette 
cases’ and holders, lighters and cuff links 
are usually of gold and platinum, although 
the latter are frequently ‘of crystal or onyx. 
Pearl tie-pins are extremely fashionable 
and one often sees a solitaire diamond, 
sapphire or ruby as an ornament in the 
neckwear. 





store he was the recipient of a hand- 
some gold wrist watch, the gift of Mr. 
Davidson as a token of regard and ad- 
miration. 


Boston jewelers responded generously 
and artistically to Art Week which was 
held throughout this city, March 11 to 
16. Each day the jewelers showed dif- 
ferent displays which were as beautiful 
as they were varied. With charming 
backgrounds in harmonious colors there 
were exhibitions of watches and clocks 
of many designs, mesh bags, Florentine’ 
bags, brass, bronze, china, silverware, 
the latest designs in diamond goods, in- 
cluding baguette, gold and antique gold 
and a host of other objects of art. The 
illumination was excellent, special fea- 
tures being made of the modernistic 
lighting in cubist form. The Art Week 
was held under the auspices of the Bos- 
ton Chamber of Commerce. 
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Philadelphia 


Carl Rivinus, one of the oldest jewel- 
ers in the State, died in Ebensburg, 
where he had conducted a jewelry store 
for 51 years. 

Fire that started in the rear of the 
three-story building at 141 S. Eighth 
St., imperiled the jewelry manufactur- 
ing plant of Isaac Barsky, but was 
discovered before it had spread. 


The House at Harrisburg has passed a 
bill permitting cities of the third class to 
license auctioneers. The measure was 
demanded by jewelers and other mer- 
chants in these cities which for many 
years have been fertile fields for fake 
auctions. The bill was sponsored by the 
State Chamber of Commerce. 

Charles Weitz, jeweler, 517 Spruce 
St., captured a negro purse snatcher by 
a low tackle and turned him over to 
the police. Mr. Weitz was attracted by 
the screams of a woman victim of the 
thief and running after the fleeing man, 
swooped down in football style and threw 
him to the street. 

Philadelphia jewelers are showing in- 
terest in the campaign to raise a fund 
of $150,000 here as the city’s quota of 
the $1,750,000 to be raised throughout 
the country by the National Association 
of Credit Men, with which -to fight 
fraudulent bankruptcies and other forms 
of credit crime. The campaign execu- 
tive committee is headed by Walter K. 
Hardt and a number of jewelry firms 
will contribute to the quota. 


One of the veterans of the Phila- 
delphia retail jewelry trade is retiring 
from business on April 1. He is M. 
Rosenbaum, who for. 33 years has been 
a fixture on N. Eighth St., and for 23 
years of that time has been at his 
present location at 222 on that thor- 
oughfare. Mr. Rosenbaum, in addition 
to his retail business, also has conducted 
a wholesale trade and it may be that 
he will continue that at another location, 
possibly in the Sansom St. area, where 
he has many friends. He is widely 
known in the jewelry trade here and has 
been active in all movements for better 
conditions in his district. While still 
young enough, Mr. Rosenbaum thinks he 
has earned a rest from retail business 
cares and is disposing of his large stock 
and all his fixtures at private sale. 











Canada Notes 


J. A. Girard, jeweler, Megantic, Que., 
has sustained a fire loss. 


Israel Lozoff, dealer in antique jewel- 
ry, Montreal, died March 10, following a 
heart attack. He was in his 43rd year. 
He was born in Riga, Russia, and came 
to Montreal about 18 years ago, engaging 
in the jewelry business. Mr. Lozoff was 
a member of the Masonic Order. De- 
ceased is survived by two sons and one 
daughter. 


























































































A valuable book for the Jeweler....especially if he seeks, or 
now enjoys, a large sale of old Silverware or reproductions 
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OLD SILVER of 
EUROPE and AMERICA 


From Early Times to the Nineteenth Century 


¥ieqjq HE author has written many works on Gold 
i fae) and Silver. His book as per above title 
“avieg contains 376 pages, and 96 plates in Photo- 
gtavure, showing nearly 400 specimens .. . 
many of them never before published. Handsomely 
bound in blue cloth, stamped in silver. Price $8.50. 
Here is a book of especial value to the jeweler who is 
selling silverware in substantial volume—or would 
like to do so. To know your silver—is to sell more 
of it—in a more convincing manner. For your bet- 
ter clients know that no antique is more beautiful 
- than a piece of silver in the right environment. Buy- 
ing of Antique Silver and ordering of Antique Re- 
productions is a new vogue—increasing in popularity 





65 Nassau St., New York 






By E. ALFRED JONES, M.A. 


“THe AousE OF JADES”” 
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day by day. Mr. Jones in his book discusses the 
characteristic cups of the old guilds, the ecclesiastical, 
and best specimens from many countries—covering 
America, Austria, Baltic States, Belgium, Canada, 
Channel Islands, Czechoslovakia, Denmark, England 
—and a dozen other countries. Relations between 
old English models and American Colonial copies 
...many other discussions and points about Old Sil- 
ver are brought out; it must be remembered Mr. 
Jones has had access to the private collections of 
kings, clergy and collectors everywhere. Send your 
order for a copy to THE JEWELERS’ PUBLISH- 
ING CORPORATION, 239 West 39th St., New 
York. 
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Chicago Notes 


Miss Ada Hill, who for the past 10 
years was buyer of novelty jewelry for 
Mandel Bros., has resigned her position 
with this concern. 

Morris Schon, who has been in the 
retail jewelry business at 614 Belmont 
Ave. for several years, has discontinued 
business on account of ill-health. 


Morris Abraham, who recently sold 
his retail business located at 1340 S. 
Kedzie Ave. to S. Fine, has purchased 
the business of Ellis Levin, at 3707 
Roosevelt Road. 

Harry Swartz, of Swartz Bros., credit 
jewelers, on N. State St., is spending 
about 10 days in New York visiting the 
markets and attending to personal busi- 
ness. 


Earl George of Earl George, Inc., Des 
Moines, Iowa, spent several days of the 
past week in Chicago looking over 
spring lines and calling on many of his 
friends. 

H. B. O’Brien, vice-president of the 
Alvin Corp., spent a couple of days in 
Chicago last week making a_ hurried 
visit to the local office and visiting with 
some of his friends. 

Otto Lieberman, of the Stein & EIl- 
bogen Co., is leaving this week on a 
business trip through Michigan. Mr. 
Lieberman will visit the retail trade and 
be gone for three weeks. 


L. G. Proesel, of Proesel Bros., plati- 
numsmiths, located in the Pittsfield 
building, is making a business trip 
through southern Illinois and will be 
away for about a month. 

A. M. Breckenridge, representing 
Benjamin Allen & Co., is spending a 
week at the home offices replenishing his 
stock. Mr. Breckenridge represents this 
concern in Iowa and Nebraska. 

A. F. Eisenbeiss, diamond buyer for 
the Eisenstadt Mfg. Co., spent a few 
days of the past week in Chicago visit- 
ing the local offices. Mr. Eisenbeiss 
Just completed a European buying trip. 

Charles Ellbogen, of the Stein & EIl- 
bogen Co., left this week on his first 
Spring trip of the year. He will call 
on his many friends through the South 
West, returning home about April 20. 

Harry E. Radix, of Thomas J. Dee 
& Co., left recently for Gulf Hills Coun- 
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try Club, Ocean Springs, Miss., where | 


he will spend several weeks enjoying a 
rest and devoting considerable time to 
golf. 


William Penfold, manager of the Chi- 
cago office of the F. H. Sadler Co., just 
completed an extended business trip to 
the Pacific Coast, and after remaining 
in Chicago for a few days left on Sun- 
day for the East. 


Howard Seebeck, manufacturers’ rep- 
resentative, Heyworth building, left this 
week on an extended business trip 
through the South. Mr. Seebeck will 
visit the wholesale trade in the interest 
of the lines he represents. 


T. Leonard Goodman, of the Israel- 
Lessing Sales Co., left last week on a 
business trip through the South in the 
interest of this concern. Mr. Goodman 
will visit with the wholesale trade and 
be gone for several weeks. 


George Goldberg, representing the 
Schless-Harwood Co., New York, has 
completed a business trip to the Pacific 
Coast. He is spending about 10 days in 
Chicago calling on the trade before leav- 
ing for the East and his home. 


W. A. Kinsman, president of the 
Towle Mfg. Co., was a visitor at the 
Chicago offices of the company last week. 
Mr. Kinsman met with their western 
salesmen traveling out of the Chicago 
office, and held a sales conference. 


The Berco Watch & Jewelry Co., 
wholesaler, has removed its office and 
shop from the 15th floor of the Pitts- 
field building to Suite 1449 of the same 
building. In making the change the 
concern has more spacious quarters. 


Charles Brown, buyer for the Stein & 
Ellbogen Co., left the past week for New 
York, where he remained for a few days 
before sailing on the Leviathan. Mr. 
Brown will visit the foreign markets 
and will be away until the middle of 
May. 

A. Scherer has reopened a retail 
jewelry store at 3422 Lincoln Ave., his 
old location. Several months ago Mr. 
Scherer opened an office in the Pitts- 
field building, to do watch and clock 
repairing. He will maintain both places 
of business, dividing his time between 
them. 

George Dahlman, representing the 
Reliance Mfg. Co., E. Cain of E. Cain 
& Co., and Oscar Lessing of the Israel- 
Lessing Sales Co., returned to their 
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offices in the Heyworth building last 
week. For the past two weeks they 
spent their time in Florida and Cuba 
playing golf and enjoying a rest. 

John B. Trapp, watchmaker to the 
trade, is convalescing at St. Luke’s Hos- 
pital after a minor operation. Mr. 
Trapp will remain in the hospital for 
at least another week, and will then 
spend a week or so at his home, before 
resuming his duties. He makes his 
headquarters in the Pittsfield building. 


Franz G. Lotter, watchmaker, George | 
B. Martini, operating the Chicago Jewel- 
ry Engraving Co., and Hugo F. Ziehm, 
setter, are now located in more spacious 
quarters in Suite 3500, Pittsfield build- 
ing. Mr. Lotter and Mr. Martini for- 
merly were on the 17th floor and Mr. 
Ziehm, on the eighth floor of this build- 
ing. 

Edward R. Tyler, assisted by Charles 
Hubbard, auctioneers, returned last 
Thursday from Galena, IIl., where they 
conducted a 10 day sale for O. C. Kraeh- 
mer & Son. This concern has been in 
business at Galena for a great many 
years and is retiring from the jewelry 
business to devote all of its time to the 
radio and automobile business. 

Paul N. Lackritz, of the Heyworth 
building, accompanied by his wife and 
their two youngest daughters, left on 
Thursday of last week for New York. 
After spending a few days in that city 
they will sail on the Deutschland for 
Europe. During the four months they 
will be in Europe they will visit France, 
Italy, Germany, Switzerland and Aus- 
tralia. 

Richard Seligman, of the Seligman 
Jewelry Co., Seattle, Wash., made his 
semi-annual visit to Chicago last week, 
spending considerable time with his 
mother who lives here and calling on 
many of his old acquaintances. Mr. 
Seligman will leave here this week for 
New York and the eastern markets, re- 
turning to Chicago in about two weeks’ 
time. 

I. B. Miller, representing the Fillkwik 
Co., recently returned from the North 
West where he spent several weeks in 
calling on the trade. Mr. Miller an- 
nounces that the Fillkwik Co. recently 
took over the Williams Co., of Attleboro, 
Mass., and some time ago took over the 
Talbot Co., and that he represents all 
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All One Organization — All Working for You 


A Complete Stock of Merchandise Is Carried in the 
Following Cities. Order from Our Nearest House 







CHICAGO We Serve You Better 










1445 W. Jackson Blvd. 
Mail Order Depts. and Save You Money 
and General Offices Our large and experienced organization, 
5 South Wabash Ave. together with our mammoth stocks, en- 
City Service House able us to ship your order at once. Having 






the largest buying power in the industry 
permits us to bring prices to the lowest 











Dallas possible level assuring you the greatest 
Seats To Bid possible savings. If you are in a hurry— 
<a lad &- order from Marshall. 











Detroit 







W. E. Taylor Co., Metropolitan Bldg. 
of New Orleans, La., 
Added to 
Marshall Organization maw ee ag 






Another proof that the Marshall or- 
ganization is equipped to serve the 

















Jeweler best, is indicated by ab- 
sorption of the W. E. Taylor Co., Columbus, O. 
one of the ten largest Jewelers’ . 80 East Long St 


Supply Houses in America. 


Mr. Taylor stated when selling to 
us that our service, stocks and 




















i far better th hi $ 

company could offer and that he Kansas City, Mo. 
was glad his customers would now 1117-1119 Walnut St. I 
receive the advantages his com- , 
pany could not give. Mr. Taylor : 
ae — = as a of our : 
ew Orleans Branc Los Angeles . 
- Guarantee Title & Trust Bldg. th 
be 
EVERYTHING NEEDED IN JEWELERS’ SUPPLIES e & 
—_ 





Why Chance Sending Elsewhere « : 
\ NEED [i 


C.8:E. MARSHALL CO 


A GREATER VALUE = _A_GREATER SERVICE 
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Chicago Notes 
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of these firms through the territory 
with offices at 1169 E. 46th St., Chicago. 

Eugene Hodgson is opening a repair 
shop and jewelry store at Mt. Sterling, 
Til. 

The business of Samuel Fine, 1340 S. 
Kedzie Ave., has been incorporated with 
a capital of $3,000. The incorporators 
are: Samuel Fine, Seymour Fine and 
Betty H. Kaplan. 

J. Korsen, of the Rudman-Korsen 
Co., Los Angeles, Cal., stopped in Chi- 
cago last week to spend a few days here 
looking over lines on his way to the 
East. Mr. Korsen and Mr. Rudman 
have just organized the Rudman-Korsen 
Co., and they will operate a wholesale 
jewelry business. Both members for- 
merly were connected with the E. Bast- 
heim Co., Los Angeles. 

A. B. Coffman, publicity manager for 
the Jewelry and Allied Trade Show, 
sponsored by the Wholesale Jewelers of 
Chicago, is now conveniently located in 
the jewelry center. Mr. Coffman has 
offices in Suite 1652 Jewelry Mart. He 
formerly was located on W. Madison St. 
Mr. Coffman is now making prepara- 
tions for the fourth show and further 
announcements will be made within a 
short time. 

H. I. Jacobs, Chicago representative 
for Hamilton & Hamilton, Jr., has re- 
moved his offices from the Pittsfield 
building, to Suite 1102, Heyworth build- 
ing. Ralph S. Hamilton, of Hamilton & 
Hamilton, Jr., arrived in Chicago last 
week to spend a few days with Mr. 
Jacobs, en route to California. Mr. 
Hamilton expects to spend several weeks 
in the West enjoying a rest and visiting 
members in the trade. 

An interesting collection of Navajo 
Indian jewelry, hand beaten from old 
Mexican silver coins, has been assembled 
at Fred Leighton’s Indian Trading Post 
here. The group includes necklaces, 
rings, pendants and bracelets, many of 
them set with turquoise. The necklace 
beads are hollow, skillfully soldered to- 
gether and polished. An _ attractive 
style of rings and bracelets has silver 
“raindrops” on either side of a turquoise 
set. A pendant set with turquoise is 
termed a “Nezhai.” , 

Workmen are busy enlarging and re- 
modeling the offices of the United Jewel- 
ers’, located on the 19th floor of the 
Pittsfield building. They have taken the 
offices adjoining them, and now have 
& space with 10 windows, and can ac- 
commodate 20 workmen conveniently. 
This concern started about three months 
8g0, with Gustave Van Erp, as manager. 
This organization is composed of en- 
stavers, setters, watchmakers, jewelers, 
‘ete. The plan is to cater to all the needs 
‘of the trade as one institute. 

Charles Rudnick has purchased the 
business of S. A. Peck & Co., located 
n the 11th floor of the Heyworth build- 
ig. Mr. Rudnick is continuing the 
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business under this established name, 
operating as wholesalers of watches, 
jewelry and diamonds and doing repairs 
for the trade. For the past 10 years 
Mr. Rudnick was connected’ with 
Sproehnle, Inc., and prior to that time 
was in the retail jewelry business for 
himself. S. A. Peck, who conducted the 
wholesale jewelry business of S. A. Peck 
& Co., for a great many years, will enter 
the importing business, selling direct to 
the wholesaler. Mr. Peck is now plan- 
ning on making a European trip to look 
over the markets. 








Cincinnati 





Another window smashing was re- 
-corded in Greater Cincinnati during the 
week when the store of the Mayor Jewel- 
ry Co., 709 Monmouth St., Newport, Ky., 
was robbed. Jewelry valued at $200 
was stolen. The thieves hurled a brick 
through one of the plate glass display 
windows of the store early Sunday 
morning, March 10, and the crashing 
glass set off a burglar alarm which sum- 
moned the police. The thieves, however, 
succeeded in grabbing 12 watches and 
several scarf pins. 

Because she failed to make a payment 
which had been legally ordered a woman 
was held in contempt of court by Judge 
Dennis J. Ryan, Monday. The woman 
bought an article from the R. Jewelry 
Co., 532 Vine St., some time ago on the 
credit plan. She paid some of the 
money that was due but failed later to 
pay any more. The company filed suit 
against her and Judge Ryan ordered the 
woman to continye the payments after 
a proceeding in aid of execution upon a 
judgment. When she appeared in Court 
Monday, the woman asserted she was 
willing to pay $29 on her account but 
Judge Ryan sentenced her to 30 days in 
jail. However, the sentence was sus- 
pended with the provision that she pay 
the balance on the order before April 15. 
If the account is not cleared by that time 
the woman must serve the sentence. 

Officials of the Wadsworth Watch 
Case Co., Dayton, Ky., have sworn out 
warrants for a man charging him with 
obtaining money under false pretenses. 
He was arrested in Cincinnati last Fri- 
day and later he was arraigned before 
Judge William C. Buten in the Camp- 
bell County courts at Newport, Ky. His 
case was set for Tuesday but was again 
postponed until the following week. 
His bond was fixed at $7,500. It is 
charged in the warrants that the man 
obtained five pay checks of $50 each 
from the paymaster of the firm. The 
checks were for Kendall Stegeman, son 
of Harry Stegeman, vice-president of the 
company. It is alleged that he obtained 
the checks upon his statement that he 
would send them to Kendall Stegeman, 
who was then in Texas. It was also 
stated by the attorney for the concern, 
that the man had obtained checks for 
other employes. It is likely that other 
charges will be filed against him as soon 
as the first case is disposed of. 
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Detroit 


Glick’s Retail Jewelry Co. held the 
formal opening of its new store on Gris- 
wold St. on Saturday March 9. 

Detective Lieutenant Edward Gill left 
Detroit for Los Angeles this week to 
return a former salesman for a local 
jewelry concern who is wanted on a 
charge of larceny by conversion brought 
against him by the jewelry house. He 
is alleged to have disappeared with $800 
worth of jewelry belonging to his em- 
ployers. It is alleged that he was traced 
to Los Angeles, by a trail of 28 watches, 
disposed of by him in various cities, the 
police say. 

The Standard Credit Jewelry Co., 
7018 Harper Ave., Detroit, has recently 
been incorporated. Its capital stock is 
$20,000 and the owners are Harry Perl- 
man, Leonard Perlman, and Isaac Pump- 
lansky. The company is engaged in a 
general retail business. The Lasky 
Jewelry Stores, with headquarters at 
6472 Chene St., Detroit, were also in- 
coporated. The business was capitalized 
for $40,000. It is engaged in operating 
a chain store business. The owners are 
Bernard B. Lasky, Harry Cohen, and 
John B. Carroll, all of Detroit. 











Kansas City 





Frank Passigilli, formerly in business 
on 12th St., has opened a new store at 
800% Grand Ave. 

A. F. Faulkner, Higginsville, Mo., has 
closed out his jewelry store and has 
gone to Chicago to take a course in 
optometry. 

A meeting of the Kansas City Whole- 
sale Jewelers’ Association was held 
Tuesday evening, March 12, following a 
dinner at the Ambassador Hotel. 

E. B. Van Ness, for many years in the 
jewelry business in Mound City, Kan., 
died Sunday, March 10, at the home of 
his daughter, Mrs. Lee Tully, in Dallas, 
Tex. 


Salt Lake City 


James Vecera has opened a jewelry 
store in Buhl, Idaho. 

Two youths, 18 and 16 years old, 
respectively are held by the police on a 
charge of looting the store of the Miller 
Jewelry Co., W. Second South St., of 
merchandise valued at $500. Part of 
the loot has been recovered. Entrance 
was gained by prying the bars from the 
side window. 

















The new jewelry store of R. Bruce 
Carson in the Alexander Hotel, Hagers- 
town, Md., made its official bow to the 
public last week. The new store is one 
of the most elaborately finished in this 
section and incorporates many of the 
best features of the larger New York 
and Paris shops. 
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Milwaukee 


John F. Manthey, who for some time 
has been conducting a jewelry business 
from his home at Sheboygan, Wis., has 
now taken possession of an attractive 
store at 927 Michigan Ave., in that city. 

The Joe Hansen jewelry store at 
Tomahawk, Wis., was razed in a fire 
which destroyed a wide area in the city’s 
central business district last week. 
Nineteen buildings were destroyed dur- 
ing the fire, the total loss from which 
amounted to about $500,000. 

Opposition to the proposed Lacy bill 
which would put a 5 per cent tax on 
gross incomes of chain stores is strong, 
it was indicated at a hearing by the as- 
sembly committee on taxation at Madi- 
son. Assemblyman E. F. Pahl, who in- 
troduced the bill was the only person 
who appeared for the measure. 

A. C. Possin of the Bozhardt-Possin 
Co., wholesale jeweler, will again serve 
on the mid-west market week committee 
for the fall of 1929, it was announced 
when committees were appointed during 
the past week. A committee has also 
been appointed by the Association of 
Commerce for the publishing of the 
Greater Milwaukee classified trade direc- 
tory which will list wholesalers, jobbers 
and manufacturers in all lines. 

The March meeting of the Milwaukee 
District Jewelers’ Club consisted of a 
short business session followed by a trip 
through the Milwaukee Vocational 
School. The watchmaking department 
of the school proved an especially inter- 
esting feature to the local jewelers, 
many of whom are employing watch- 
makers who learned their trade at the 
school. R. L. Cooley, principal of the 
school and well-known advocate of voca- 
tional education, gave a short talk before 
the jewelers’ meeting, stressing the 
value of part-time education. 


Los Angeles 


The Crescent Crystal Co., O. T. John- 
son building, has enlarged its forces 
since moving into its new quarters and 
has added watch repairing and manu- 
facturing jewelry departments. 

W. M. Everitt, Fillmore, has sold his 
jewelry store to Harvey Hoy, recently 
from Missouri. Mr. Everitt will enjoy 
a long rest after his years of attention 
to business and will take a trip to En- 
gland before settling down again. 

Sunderland & Miller have decided to 
open a branch house in San Francisco 
and have leased quarters in the Bay 
City with Louis K. Himelhoch, as man- 
ager. The firm will carry full lines of 
samples of their merchandise. 

D. Goldberg, Phoenix, Ariz., was in 
the city last week purchasing goods for 
a new store which he is opening in 
Phoenix. Mr. Goldberg expects to be 
ready for his official opening the first 
of April. He will carry jewelry, gems 
and gift goods, especially novelty and 
costume jewelry. ° 
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Roessel & Co. have sold their branch 
store at 1710 W. Seventh St., to Paul 
Wientpahl, who will specialize in dia- 
monds. Only high grade jewelry will be 
sold. Mr. Roessel conducts a large dia- 
mond business in the Brack Shops, in 
the heart of the shopping district, and 
wishes to give his whole attention to his 
downtown business. 

Added zest seems to have permeated 
the ranks of the Southern California 
Jewelers Golf Association since the new 
corps of officers have taken hold of 
affairs. A committee meeting was held 
last Monday and plans formulated for 
holding their annual spring tournament 
in April, at Rivera Country Club, near 
Santa Monica. 

Andreini & Smith, manufacturing 
jewelers, Title Guarantee building, will 
open another factory in the new Roose- 





Small things are sometimes very 
enormous in their accomplishments 
as was evidenced in the finding of a 
small bead imbedded in the sole of 
a shoe worn by a prisoner arrested on 
suspicion of burglary. The Mission 
Bead Co., 2328 W. Pico St., was bur- 
glarized and a quantity of costume 
jewelry was stolen. A suspect was 
placed under arrest and the incrimi- 
nating bead, identified by the firm. 
was found fastened into the sole of 
the man’s shoe. A complaint was 
issued by the district attorney, for- 
mally charging the suspect with bur- 
glary. 











velt building. Mr. Andreini says the 
new factory will be one of the most 
modern in the West. Increased business 
necessitated more space and it was be- 
lieved trade could be better handled by 
adding another factory in a different 
portion of the city. 

It has been decided by the com- 
mittee in charge of the dinner to have 
been given Tuesday evening, March 19, 
by the Jewelers Artcraft Association of 
Los Angeles, to postpone it until some 
time in April, the exact date to be deter- 
mined later. Inability to secure the 
talent desired for the entertainment 
which follows the business meeting was 
the reason given for the postponement. 

What really would be called a “jewel- 
ers’ wedding” took place when Miss 
Sarah Zack, daughter of Carl Zack, of 
the Robinson-Zack Co., Inc., became the 
bride recently of Samuel Levin, certified 
watchmaker, 500 Jewelers’ building. 
The ceremony was performed at the 
mansion of A. Moss, of the Moss Jewelry 
Mfg. Co., Title Guarantee building. 
Nearly all the guests are connected with 
jewelry business. 

The Los Angeles County Superior 
Court has a difficult problem to solve 
as to the right to collect damages on an 
article left with a jeweler for repair. 
The question came up when Mrs. G. H. 
Friedman brought an action to recover 
$700 for the loss of a diamond pendant 
left by her with a local jeweler, and 
which was stolen while in his care. The 
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court has taken the case under advise. 
ment. 

Ballard & Ballard held an _ officia} 
opening of its new establishment on the 
sixth floor of the Metropolitan building, 
last Monday. The salesrooms were beau- 
tifully decorated with flowers and the 
radiant lights and rich displays of silver 
and other lines made an attractive sight, 
The house employes were kept busy from 
Saturday morning to late Sunday eve. 
ning, moving the old stock from the Title 
Guarantee building, where the firm had 
been in business for several years. 

Traveling men representing Los An- 
geles wholesale and manufacturing firms 
are beginning to return to the city from 
their early spring and late winter trips 
and, without exception, they report that 
business shows an improvement over 
that of last year for the same period, 
and that retailers revealed more optim- 
ism than they had ever shown so soon 
after Christmas holidays. The big re- 
tail dealers in the city also report busi- 
ness for the first two months of 1929 
far in excess of that for 1928. 


Ohio Notes 


Paul O. West and Fred B. Overman 
have opened a jewelry store in the Keith 
Theater building in Dayton, Ohio. Both 
formerly were connected with the New- 
salt jewelry store. 

F. N. Davidson will open a jewelry 
and watch repairing department in the 
Hornberger store, Springfield, Ohio. He 
is a graduate of the Bradley Polytechnic 
Institute and holds a certificate from the 
Horological Institute of America. 

Spaulding Bros., jewelers, Marion, 
Ohio, have purchased the business of 
Nelson Bros., that city. The Nelson 
Bros.’ stock will be disposed off and 
Spaulding Bros. will open April 1 with 
an entire new stock of merchandise, 
under management of N. J. Spaulding. 

















Louisville 


Herschell W. Summers, watchmaker 
and World War veteran, of Bowling 
Green, Ky., recently died at his home 
on the Nashville Road, six miles from 
the city. Death was due to tuberculosis, 
after a long and stubborn fight. 

Walter Hartenstein, of Moore & 
Hartenstein, Louisville jewelers, secured 
from the Whiting & Davis Co. a gown 
of silver and platinum, said to be worth 
$40,000, which was to be worn on March 
16, at an entertainment and revue at the 
Kentucky Hotel, sponsored by the 
Rumor Club. 

A small fire was recently reported it 
the second floor quarters of the Hub 
bard Jewelry Co., 139-143 W. Main St. 
Lexington, Ky., the loss being trivial 
but causing much excitement whet 
smoke was found pouring from thé 
building into the Fayette Bank building, 
which was at first believed to be on fire 
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HAT should be aimed for in jewelry store atmos- 

What is this super-jewelry store about 
which so much is heard nowadays? 

To the first question the answer is direct and simple: 

The very highest artistic tone is none too high an inspira- 


phere? 


tion for the modern jeweler. 


The answer to the second question is none the less easy 
to find and it starts an endless descriptive story. 
super-jewelry store is the greater, the glorified jewelry 


establishment. It is the modern 
store with the variety and diversity 
of stocks and it gains the widest 
possible appeal. It is the store of 
the day. 

A worthy contemporary found 
alike in the leading metropolises of 
the World and in the smallest ham- 
lets, for it is not size but character 
that makes the modern jewelry store. 

Slowly it has grown by countless 
small steps until the one-line jewel- 
er’s shop is passing and the greater 
jewelry store is here. 

Leading jewelers acknowledge 
that a definite forward step has, been 
taken in the merchandising of fine 
jewels with the acceptance of this 
composite establishment. 

Here, in place of the lone case 
holding the strings of pearls and 
platinum mounted diamond jewels, 
an isolated table for silverware and 
@ scattered oi.cring of leather 
pocket pieces, we can now find a 
blending of all that is worth while 
i carved gemstones, a glorious ar- 
tay of silverware, a complete selec- 
tion of modish dress accessories for 
th men and women and a carefully 
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The S$7ore wits ne Wider Appeal 


Modern Jewelers Recognize Necessity for Greater Diversity of 


Stocks in the Up-to-Date Shops 


By Marian Langlands 


With the jewelers’ 


The 











An attractive lamp suitable for 
| a. high class store 








chosen group of fine 


tremendously in attractiveness. 
is now part and parcel of his store. 
diversification has its basis in the artistic worth and the 
intrinsic value of the newly offered wares. 
standing that makes possible the handling of diamonds 
and pearls with esteem and trust brings like attributes 
to the selling of the augmented stock. Beauty and worth 


—_— 


jewels in artistic mountings. 
broader outlook the store has gained 
The entire art world 
This trend toward 


The same 


are the reasons for the inclusion of 
the fresh addition. 


T is a point to be conjured with 

that the world-renowned jewelry 
establishments of the largest cities 
are foremost in advocating this mod- 
ern store movement. It is to them that 
credit must be given for the intro- 
ducing of this modern phase into the 
jewelry store make-up management. 
One of these wide-awake leaders has 
turned his place, once famed alone 
for matched pearls, into a house re- 
nowned for the extreme variety of 
its beautiful art objects, as well as 
for its jewels. Another firm 
widely-known as_ specializing in 
fancy-cut diamonds is now also 
called “the right place to go for 
wedding gifts.” 

This excellent course might be best 
explained by giving a concrete exam- 
ple of the new list of its offerings for 
1929. This was once a special order 
house, a firm dealing only in dia- 
mond-mounted platinum jewels of 
the very finest quality. Now on its 
long list are such things as make its 
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60th Anniversary 
Specials 


Now Is the Time to Have a Full Display 
of Popular Priced Items for Bridge, 
Whist or Other Prizes. These Items 
Are Specially Priced for Quick Turn. 
over. Over a Dozen Items to Select 


From. 


“ Corinthian’ 
Design 


The Beauty of This Design with the 
Colored Glass Showing Through the Per- 
foration Must Be Seen to Be Appreciated. 
Holders in Antique Silver or Antique 
Gilt Finish. Write at Once for Samples. 












No. 7030—5%4” Round Rel- 
ish Dish, Colored Glass, Three 
Compartment Insert, Rose or 
Green with Holder. Retail 
Price $1.00. 


“Design Pat. Applied 
For” 





No. 7036—Oval Relish Dish. 


Oval 
Colored Glass, Two Compartment In- No. 7043—8%%” Round Relish Dish 
Glas N } Has 
Eegaved beng. Si" ee SE “Rone Novelties Originate” agg peg gg 
; Glass Has Neat Engraved Design. 
New York Salesroom M W c Pacific Coast Salesroom 
1; arr & Company, Inc 
a” ee a? "Sunderland & Miller, Inc. 
Fifth Avenue Building Manufacturers Since 1869 807 The Guarantee Bldg. 
200 Fifth Ave. Somervi usetts o Sam cieet 
New York, N. Y. West ille, Massach « Los Angeles, California 



































Manufacturers 





of 
Pewter, 


Silver Plated Ware, 
Metal Electroliers, 
Decorated Glass Shades, 
Cut and Engraved 





Een inet Crystal Glass, 
Fancy Colored 
Plain or Butler Finish. Blown Glass 
Electro Plated on Nickel Silver. 


Coffee, Tea, Sugar and Cream, Che Pairpoint Corporation 
also made in Pewter. ew Bedford, Mass. 





43-47 West 23rd St. - + + + + + New York City 
228 Coristine Building, St. Nicholas St. - Montreal, Can. 
126 Post St. - + + + + «+ «+ + San Francisco 





































handsome store a veritable art museum. Here are found 
carvings of ivory and jade from the Orient; occasional 
tables inlaid with mother-of-pearl and fine woods; fine 
hand-painted screens, bronze andirons, marble statues and 
bas-reliefs, fountains and sundials for the garden and all 


A desk set of unusual design and workmanship 


the smaller paraphernalia which go to make up the more 
usual gift departments from playing cards, games and 
smoking things to leather desk sets and crystal boudoir 
articles. 

Another house with establishments in France, England 
and America, once dealing only in pearls, diamonds and 
carved emeralds, sapphires and rubies, is now calling par- 
ticular attention to its extensive stocks of gold jewelry, 
an innovation during the past year to meet the insistent 
demand for worthwhile costume jewelry. This department 
also includes a wide selection of hard stone articles, pocket 
pieces and dress accessories among its 
featured wares. 

The majority of these typical modern 
jewelers divide their lists under the fol- 
lowing heads and then, of course, sub- 
divide them according to their special 
requirements : 

1. Fine ie wels—platinum mounted 

pearls, diamonds and colored gems. 





2. Costume jewelry. Gem-stones 
set in platinum, gold and _ silver 
jewelry. 


3. Dress accessories and pocket pieces, 
watches, utility jewels and smokers’ 
things; fans, canes, etc. 

4. Articles of carved hard stones, 
lapis, jade, malachite, onyx, ivory, 
ete. 

5. Leather goods: Desk sets, book bind- 
ings and travel things. 

6. Glass, china and bronze: Mirrors, 
clocks, vases, lamps and toilet sets. 

7. Silverware : Flatware and hollow 

pieces. 

. Stationery: Books, pads and calendars, files, etc. 

. Gifts: Carvings, furniture and novelties from the 

departments, numbers four to eight inclusive. 

Of such is the inclusive aggregation of supplies, which 

8 needed to meet the demand for things of beauty and 

Worth the modern jeweler is expected to have at his com- 


<©o oo 
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mand. No longer is a jewelry store limited to a place 
showing alone diamonds and watches; it is the art center 
for an ever-growing clientele. 

From the list of departments given here, various in- 
teresting combinations have been worked out by leading 
metropolitan jewelers. One jeweler spe- 
cializes in the smaller articles and ignores 
the larger pieces of occasional furniture, 
heavier lamps, marble statuary, pictures 
and mirrors which another chooses to 
promote in different departments through- 
out his establishment. 

A fascinating display showed a combi- 
nation of the two themes, the small gifts 
and the larger art objects. These pieces 
were dispersed among the regular jewelry 
offerings, as is the way with the newer 
stores, and not set aside in any special 
gift department. There were shown such 
selections as desk sets and separate trays, 
picture frames and paper weights in 
carved malachite, jade and jasper; 
smoking things and boudoir articles. 
Costume jewels were scattered among the 
latter pieces and the smoking pocket 
pieces among the library desk sets. 

Stationery is another addition to the 
library atmosphere with lamps, vases, pic- 
ture frames and perfume bottles in- 
cluded in the selection for the boudoir group. 

Color combinations play a great part in these displays. 
The violet and blue tones are making the backgrounds for 
silver costume jewels, for marble and porceiain pieces; 
greens and yellows for glass and china departments and 
browns, orange and the dull reds for the settings for fine 
jewels, the leather goods and wood carvings. This, of 
course, when these departments are so placed that the 
settings may be blended to make a harmonious ombre 
scheme of interior decoration. The main idea is to bring 
the whole store into line with the new feeling of complete- 





The modernistic note is reflected in these gifts 


ness, the new aim of the store with the wider appeal. 








The New York Spring Gift Show of the National Gift 
and Art Association at the Hotel Imperial, March 11 to 
16 brought to a successful conclusion the series of spring 
gift shows which were held in several cities. 
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Heisht™| 34 inches 
Patents Pending os 





225 Fifth Avenue 
New York 


HANDBOOK TO RECOGNIZED DEALERS 














Perfection 


In 


Pewter 
by 
Guldsmeds A/B., Stockholm 


Largest Silversmiths in Scandi- 
navia; attaining Ist Prize in 
Paris, 1925 





No. 81. 9%” Diameter, 7” High 
12th Century Reproduction 
$12.75 each. 


No. 652. 654” Diameter, 5%” 
High 12th Century Reproduction 
$6.40 each. 





OU can obtain aftis- 
tic reproductions’ of 
‘ designs in the Colonial 
and earlier periods. True 
specimens of Swedish 
craftsmanship, passed on 


OT the work of econ- 

omists or efficiency 
experts, but the work of 
skilled craftsmen properly 
directed. A complete line 
at prices that attract sub- 
stantial sales. Make the 

















by Jacob Augman, an 
ro J f i - ti l ines ips dali wk Bie 9” ahi most of the renewed vogue 
artist Oo internationa ° eng o ray 9%” p a set ° 
» These three outstanding numbers have attained and are of pewter by carrying the 
reputation. attaining marvelous results. perfect line. 


K. Pp . LOCKITT CO. oo 200 Fifth Avenue, New York 
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New Gifts [nvite You to Buy 
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Lamp with highly 
polished spun 
brass base with 
special process 
parchment shade 


Brilliantly col- 
ored “Whatsat” 
pottery in fantas- 
tic shapes 








Perfume burner with 

delicately colored por- 

celain figure on gen- 
uine Tuja wood 








Modernistic lamp with 
porcelain figures and 


Lamp, “Mexican on 
paper parchment shade horseback,” in bronze 
finish with matching 

shade 








Nancy glass bowls in 
hand wrought iron 
frames 
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ring 1s Here With New 


- 





Alabaster ash trays with bronze animals 





Breton bride and 
groom book ends 
(groom opposite) 
in their brightly 
colored cloths and 
wooden shoes 













Crystal service in pale blue 
with flowers etched in con- 


Porcelath animal trasting white glass 


motifs now 80 
much in. vogue 


Hand tooled leather desk set, 
gold embossed in brown, red, 
green or blue 


French Cracquele pottery 
book ends of suggestive char- 
acter 


Pottery bowl and plate 
’-in modernistic design 





Pink tourmaline 
snuff bottles carved F : 
from a single piece Waste baskets of. 
of stone with Chi- hand tooled 
nese figures as orna- leather and gold 
mentation embossing 
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Wares for the Gift Department 





Imported Italian 
pottery vase with 
two small handles 


Metal basket with hand 
painted decorations 





Lamp with three legged 
cast metal base and 
hand decorated shade 





Leather pocket book 
with tooled design in 
contrasting colors 





“Pomegranate” vase 
in gray and brown 
with red 








Workbox with remov- 

able tray, highly lae- 

quered, in a wide range 
of colors 





Highly polished pew- 
ter box with small! 
inset of green jade 





Ice bueket in rose and green 
glass. in attractive gift boxes 





Chromium plated and pig- 
skin humidors, some: of 
lath have college stripes in 






Boudoir lamp with base 
me of rose, green and erys- 
leather’ on hammered copper Se tal glass and silk lace — 
Pe ; 
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For your ver ; 
| 2 "Y best clientele 
“DuBarry” Goblet 
4001 


$600.00 per dozen Net 


HAWKES 
ROCK 
CRYSTAL 


MART hostesses .. . 

your most fashionable 

patrons, will take to 
this crystal. Evident. proof 
in the constantly growing 
popularity of HAWKES 
ROCK CRYSTAL among 
fashionable jewelers’ pa- 
trons. Meet this new de- 
mand of your best patrons. 
Goblets up from $14.50 per 
dozen net. Other items, 
other prices . . . covering 
a wide selection both ways. 


T. G. HAWKES & CO. 


Glass Manufacturers 


CORNING, N. Y. 


Pacific Coast Office 
140 Geary St. New York Office 
542 Fifth Avenue 

















San Francisco 











Grand Prize—Gold Medal Paris 


Producers of A. P. Doctor, 1107 Broadway 
Rock Crystal tf wm, ©, SLADELPHIA out 
for Nearly Half at CMlames “Hutchinson 
a Century HAWKES 5 Wee SNOLANE 












Always 
THE JEWELER’S Ghe Od 


IDEAL a sity 
= Stemware 


Goblets, high and low 
footed Sherbets, Wines, 
Cocktails, Fruit Salads 
and Finger Bowls .. . 
Bread and Butter, Des- 
sert, Salad Plates, Footed 
Tumblers 234, 7, 10 and 
12 ounces 3 pint 
Water Jug. 

Beautiful Gold-encrusted, 
Rock Crystal cuttings and 
other etched lines. Made in 
two-tones and all solid colors 
. . excellent crystal. 
Fine merchandise for any 
jeweler, including a line at 
prices that come _ within 
everybody’s opinion of reason. 


CENTRAL GLASS WORKS 
WHEELING, - WEST VIRGINIA 


Home Office covering Ohio, W. Va. 
and Pennsylvania—Robert L. | 


Hutchinson 
NEW YORK CITY 


L. A. Bennett 

























































































Antique Gold NOTHING | digni- Send for illustrated leaflets 
fies and enriches 
on Cry stal the appearance of a 
—_ table setting more 
— than a_ service of 
Good Gold on Good 
Crystal. No. 3513 No. 3664 
UR “Faun’”’ decora- Happy Flappy 
tion in antique fin- Hour Hour 
ish on these unusual Highball Cocktail i 
pieces of Stemware, er 
with _ hand - twisted Ph 
stems, possess quality from 
and charm beyond de- State 
scription and_ illustra- ‘ 
tion. No. 3513 Happy Hour Highball flai 
: : The camel indicates that you are quite dry. As you get along to Sor 
UPPLIED in all the the Geubay rou ts tek ont of te —onet zou me Oe Seen aay we 
7642 re requisite articles. find i. when the glass is drained—you’ve made a monkey of regar 
ion & Goblets $15.00 per —— Ma 
“Faun” 1 dozen and other items No. 3664 Happy Hour Cocktail the h: 
in proportion. Measures the drinks—One for ladies, One for gentlemen and one for partm 
habitual drinkers. Canno’ 
All figures in colors—fired in—will never wear off. Thi: 
Our representatives cover haturs 
the country. F. PAVEL & CO. impor 
15 West 37th Street, New York, N. Y: terms 
Tel. Wisconsin 8791 * 
Economy Glass Co. Representative: Mary Ryan—New York-Chicago _ 
Morgantown, W. Va. Own glass works, Bor-Haida, Czechoslovakia Let 
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Think of [t¢ 


HE JEWELERS’ CIRCULAR has always thought 

it wise to publish both sides to all questions and in 

offering the following letter it does so without com- 
mitting itself or commenting upon the sentiments con- 
tained therein. However, it would be very interesting to 
know the impressions made upon the members of the 
jewelry fraternity by our correspondent’s effusion. There- 
fore it invites its readers to answer the plaint as set forth 
by “An Observer.” 

After all these views as expressed are written by one 
who may be biased and it would not only be interesting but 
enlightening to receive letters from jewelers handling 
glassware and from a few glass manufacturers who are 
doing business with jewelry stores. In this way the correct 
situation may be divulged. 

One solution to the credit position, if it be too irksome 
to some manufacturers who insist upon terms that are 
shorter than those to which the jewelers are accustomed, 
might be in the placing of orders taken by them through 
the jewelers’ favorite jobbers. The jobbers would natu- 
rally expect a percentage for the transactions, but they 
should be contented with less than if they had been to 
the expense of solicting the business. Securing orders for 
glassware means carrying samples, displaying them in ho- 
tes and using a representative’s time. Jobbers would 
naturally take this into consideration and all they would 
have to do would be to accept the responsibility of payment 
for a certain profit. 

Is it possible that such an arrangement is feasible and 
are there jobbers who would accept orders on such condi- 
tions ? 

A word from one or two jobbers on this subject would 
be enlightening. 

Here Is the Letter 


Editor, THE JEWELERS’ CIRCULAR, 
New York. 

Please be good enough to find room for the following 
from one who has the interest of the jewelers of the United 
States at heart. 

“He does me double wrong that wounds me with the 
flatteries of his tongue.’—King Richard II, iii 8. 
Sometimes flattery, too, may be implied by silence, and 

would one not be guilty of flattery by withholding truths 
regarding peoples of whom facts are preferable? 

Many times have the wails of jewelers been sent up to 
the high heavens that they cannot compete with the de- 
= stores, and it is true in many instances that they 

not. 

This is attributable to several causes: one, that jewelers 
naturally cannot buy in such quantities; second, and most 
Important, that jewelers have been educated to expect long 

Tms of credit; and, third, that jewelers are far more 
particular than department store proprietors in the scru- 
tiny of goods. 

Let us apply these things to the glass industry as affect- 
ng the Jewelry trade and their reaction on a certain class 
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| Correspondent Utters F1s 
| Plaint—VV hat Do You 
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of glass manufacturers who are making most desirable 
goods for the jewelers. 

Some of the Rock crystal and super-glass manufacturers 
make every effort to conform to the jewelers’ conditions 
of smaller quantities, but greater variety, while others 
say: “Our terms are 30 or 60 days (as the case may be) 
and we cannot accede to the long credit jewelers take,” 
while again it is said jewelers are too particular and will 
examine items under a microscope as though they were 
diamonds. 

These are all actual conditions as voiced within the past 
month by many glass manufacturers. 

One said that he had given up selling jewelers because 
in moderate priced goods they would send back pieces that 
had the slightest imperfection when it is well known that 
an absolutely perfect glass piece has not yet been made. 

Another man, a decorator, said, “I can only sell in un- 
broken packages to sell at the prices I do. If jewelers will 
buy in this manner, I will be glad to sell them, provided 
they do business on my credit terms.” This concern makes 
a most desirable line of moderate priced gold-encrusted, 
etched and decorated tableware. 

The too close examination and returning of ware that a 
jeweler may consider imperfect is a great bone of conten- 
tion with some manufacturers. The cost of expressage, 
packing, etc., takes away all the profit of a small trans- 
action. 


NE thing that it is hard for jewelers to.comprehend 

thoroughly, although it is a fast and binding rule, is 
that all goods shipped are at the purchaser’s risk and if 
there are any breakages the jeweler must report it at once 
to the transportation company which will make reparation, 
but the shippers are not liable. Jewelers deducting from 
bills for breakages, instead of collecting from the railway 
or express companies are quite a source of annoyance. 

In making these observations it is with the idea of be- 
ing both fair to the jewelers and the manufacturers and 
after weighing up both sides. I am frank to admit that 
the manufacturers are just in their claims and that if the 
jewelers wish to comply with the conditions that the de- 
partment stores accede to, they, too, can offer glassware at 
the same figure as the big stores do and make more profit 
than do the department stores, as the latter’s overhead is 
greater than the jewelers’. 

If some jewelers had the enterprise to make a drive for 
this business, purchase a well selected and varied stock, 
agree to terms and conditions, then use his local paper for 
a driving advertising campaign, he would be surprised at 
the results and wonder why he had not done it before. 
AN OBSERVER. 


The illustration at the head of this article is shown 
through the courtesy of the Cambridge Glass Co., Cam- 
bridge, Ohio. It depicts a serviceable sandwich tray, a 
salad bowl and a sugar and cream jug in etching and 
gold decoration made with the express idea of being 
suitable for the jewelry trade. 
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THOMAS J. D ) > ) > ie OF OF 
REFINERS 


ASK ANY OLD TIME JEWELER 


sales Office 
outh Wabash Ave. 







HOOVER & — Inc. 
ries. « Metallurgists 


OFFics AND WorkKS, 119 West TuPPER STREET. 
BUFFALO, N.Y., U.S.A. 

From WISCONSIN comes a letter 

which presents a reason why you ought 

to trade with H. & S.: 


‘“‘We wish to acknowledge receipt of your check 
on Bank of Buffalo in the amount of $115.20 
for the Scrap Silver we sent to you under re- 
cent date. We find this amount satisfactory, 
and thank you for the check, which we have 
already passed for payment.” 





We Buy and Refine: Old Gold, Gold-filled, Silver, Plat- 
inum, Palladium, Bridge and Amalgam Scraps, Bul- 
lions, Filings, Grindings, Polishings, Bench and Floor 
Sweeps, Sink Settlings and other wastes containing 
the precious metals. When you have anything in the 
above line to sell, TRY US. Remember “It’s the 


Amount of the Check that Counts.” 





CHICAGO 


Refining Plant 
317-319 East Ontario St. 











_ 


N° higher “Certificate of Qual- 
ity” can be given to any 
4 product than that “It is made 
' from Handy & Harman 
i Sterling Silver.” 















what it does to the 
American people be- 
cause we have set and 
maintained uncompromising 
standards for the fineness of 
every ounce of our large Sterling 
output, which is used by almost all of 
the Silversmiths on this Continent. 


HANDY & HARMAN ; 


“Sterling 
Silver” means 


Executive Offices — 57 William St., New York City. 


Bridgeport, Conn., Plants— Providence, R. I. 
Fulton and Gold Sts., New York City 


Le a 





-Phoenix White Finish 


gives your white gold jewelry the beau- 
tiful platinum color; easily, quickly and 
very cheaply. It stays white and looks 
right. 

Easily stripped (see directions) if arti- 
cle is to be repaired or soldered. 

1 quart, $5.00. Try it. 


SAM W. HOKE, Mor. 2p 


Jewelers’ Technical Advice Co. 
22 Albany Street, New York City 





SAAAAAAAANY 


Ask for 
Free Circular 
A. W. F. 











Foot Blowers 


Supplying air for blow- 

pipe work. 

Genuine Buffalo Dental 

Foot Blowers, Fletcher 

pattern, are widely im- 

itated at lower prices. 

No imitators use the 

same quality of boa 

selected sheepskin bellows 

or Up-River Para 

ber disks. 

Quality goods last longer. 
Send for Catalog B-/ 


Buffalo Dental |, re Co. 
Box 979. BUFFALO, N. Y. 
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Elementary Treatise on the Escapement 


(Sequel to article published Dec. 20) 


r a general manner we have sketched 
the various parts of the escapement 
as well as the five important functions, 
viz: LOCK, DROP, DRAW, RECOIL 
and SLIDE. The impulse is taken up 
under the chapter entitled Character 
of the Impulse, and more will be said of 
Slide later. Having established the iden- 
tity of each let us proceed to analyze 
the action of the escapement and the re- 
lation each of these functions bears to 
the other. 

Assuming that we are considering a 
sixteen size double roller escapement 
and that everything is in perfect shape. 
The balance is at rest, and the impulse 
face of the stone is resting upon the im- 
pulse face of the tooth. Release the bal- 
ance and immediately impulse takes 
place and the first ten or twelve vibra- 
tions are rather short and choppy due 
to the fact that resistances are more evi- 
dent on a slow moving body, and the 
balance has not gained full momentum. 
How did these impulses take place? The 
escape wheel, being forced in a circular 
direction caused the impulse face of the 
tooth to pallet out of its path. When the 
tension of the hairspring caused the bal- 
ance to return, the roller jewel entered 
the slot, and striking against the side 
of the slot farthest from it, caused the 
pallet to unlock, and the instant the im- 
pulse faces of the pallet and stone met 
the turning of the escape wheel again 
forced the pallet out of its path, and in 
doing this caused the lever to move 
faster than the roller jewel, and the op- 
posite side of the slot struck the roller 
Jewel with sufficient force to supply the 
energy necessary to cause the balance 
to turn to the limit of its vibration, or 
to the point where the strength of the 

irspring was just sufficient to over- 


By H. S. A. 


come the momentum of the balance and 
return it. 

Referring to the sketch you will see 
that the impulse faces of the stones are 
five degrees wide, and the impulse faces 
of the teeth are five and a half degrees 
wide, therefore impulse must have lasted 
from the instant the impulse faces met 
until the tooth dropped off the corner of 
the stone, or approximately ten degrees. 
If the impulse was ten degrees, then the 
stone must have backed away from the 
wheel ten degrees on the circle marked 
path the impulse faces follow, so the arm 
of the lever must have moved ten de- 
grees on its circle, and being fast to the 
lever it must have moved ten degrees 
on its circle. 

Now the balance has passed on its 
excursion to the right, and the point is 
reached where the tension of the hair- 
spring is sufficient to overcome the mo- 
mentum of the balance, when the bal- 
ance stops dead still an instant, then 
the hairspring returns it in the opposite 
direction until the roller jewel is carried 
past the horn of the lever and again 
enters the slot. At this period the bal- 
ance is traveling faster than the lever, 
and the momentum is sufficient to unlock 
the escapement, but the instant it is un- 
locked the impulse faces meet and im- 
pulse begins, and the lever travels faster 
than the balance and overtakes the rol- 
ler jewel and strikes it with sufficient 
force to impart the lift necessary to re- 
store the energy to the balance which 
was lost through friction, adhesion, 
gravity, viscosity of oil, and the disturb- 
ance of unlocking the escapement. 


I* the escapement is banked to drop the 
roller jewel should pass by the fork 
horns, and in and out of the slot freely. 
The manner of cutting the fork horns 
determines to a great extent how closely 


the escapement can be banked with 
safety and still permit the roller jewel 
to pass in and out of the horns. Some 
fork horns are cut from a common cen- 
ter. That is, if the lever were set di- 
rectly mid-way between the banking 
pins, so that the center of the slot 
rested directly on the line of centers, and 
then the horns would be cut from a com- 
mon center, but if the fork rested 
against the left banking pin, while 
banked to drop, and a center struck 
which would be concentric with the cir- 
cle prescribed by the roller jewel as it 
passed on that side, then the fork moved 
to the other banking and a center 
struck on that side which was concen- 
tric with the circle traversed by the rol- 
ler jewel, it is obvious that horns cut in 
this manner permit of lighter locks and 
closer banking than on horns cut from 
a common center, and while this is not 
such a valuable point to know from the 
standpoint of the repair man matching 
the escapement, it is well to know why 


-the horns are put on a double roller 


escapement at all, and in what manner 
they are cut. 

This brings us to the guard action. 
During the period when the roller jewel 
is out of the slot, and the lever is rest- 
ing against the banking pins, should the 
watch receive a sudden jar the lever 
might leave the banking in spite of the 
draw. If there were nothing to stop it, 
it would fly across to the other banking 
and when the roller jewel was returned 
by the balance the slot would be across 
to the other side and not in position to 
receive it and it would strike against 
the outside of the slot, and be what is 
called over-banked. This is the function 
of the guard pin in both single and 
double roller escapements. 

Technically this condition is not over- 
banking. If the impulses were so strong 



































CIRCULAR March 21, 1929 





THE JEWELERS’ 


























LEIMAN BROS. 
PATENTED 
POLISHING 

DUST COLLECTOR 


Thousands in use in all sections! 


Cleanliness of shop and person is no respecter of location POLISHINGS 
and so we find these dust collectors in as wide use in the 
West as in the East, in the South as well as the North, t 
because they do as they promise—keep the shop clean, RUCIBLES 
= gg soma pgp pay a their own cost and 
create an income for e owner where no income exists 
now. Sure reasons enough for the purchase of one of these SOLUTIONS : 
highly valuable and surely necessary outfits. 
WATER WASTE 






















































Sweep Specialists 














whether your lot of 


FLOOR SWEEPS 


is small or large we guatr- 
antee to send you a 
very fair return 







































The S.S.WHITE DENTAL MEG. CO. 


Industrial Division 


152 West 42d St. New York, N.Y. 
Established in 1844 Member of J. B. of T. 












HAVE YOU USED OUR SOLDERS AND ALLOYS? 






































| WEY ( 
SM, FULCRUM || 
wT : 
| OIL 
é 
| f 
I ‘ t 
Absolutely the Highest Grade 1 
| Lubricant Ever Produced t 
t 
NOW IS THE TIME ws ; 
W 
Watches Clocks : 
T ; 
O GET ONE @¢ Chronometers : 
Costs only a few cents a day for electricity! fo 
You only pay for electricity according to how much you use FULCRUM OIL is always “up to standard.” fr 
the raachine. The heavier you press on the buff the more oe ae . sli 
current will be used, but heavy pressing means a shorter The careful and critical tests and inspection by 
run, so it equalizes the expense for current which even for wl 
the heaviest service rarely if ever exceeds a few cents daily. the most expert oil specialists in the world wi 
Comes Complete all set up as shown and ready to begin . is th 
work at once! _ insure this. th 
aye | ew on rw ee or Mageedras wef Soeiet a tal 
a half day or more under a strain much greater than it will ' } 
— a. called “pen w Pc in —— service. It is oe The War D epartment recognized this when It 
ready for you—it is shipped out all ready to begin work as : : ° i 
soon as you receive it—it only being necessary to connect they selected Fulcrum Oil for use on their deli- pn 
the electric wires to the motor. a a : ‘oar Cas 
You can’t Go: polishing work efficiently or well with dust cate and intricate instruments and mechanisms. th 
flying in your face—even a little dust, a very little, daily ma 
breathed constantly into your lungs is bound to affect the s: 5 
most robust in after years because it sticks there and If you are not using Fulcrum Oil, tak 
accumulates day in and day out. ‘i ‘ : ‘ In 
Your present walls and ceiling if you have been polishing it will pay you to investigate. ly 
Oo. e a ee v4 aey a Lg show pe 
you what your lungs w e soon. So delay no longer! 
Act today! FULCRUM OIL COMPANY hol 
LEIMAN BROS., 23B Walker St., New York Franklin, Pa., U. S. A. A 
MAKERS OF GOOD MACHINERY FOR 40 YEARS 
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that they would cause the balance to vi- 
brate more than usual, and it were 
thrown so far around that the roller 
jewel struck the lever again, this would 
be overbanking, and sometimes happens 
when the power is out of relation to the 
weight of the balance, and it is extreme- 
ly detrimental to the rate. 


URING the period when the roller 

jewel is entering the slot, and un- 
locking starts, a sudden jar might dis- 
turb the lever, and the crescent in double 
rollers being deeper than in single, the 
lever might fly back to the banking pin 
from where it started if there were 
nothing to stop it. It would be pre- 
vented from doing so by the roller jewel 
striking against the fork horns. This is 
the reason for the horns being longer 
on the double roller escapement than on 
the single roller. 

In single roller escapements the guard 
pin is directly behind the slot and should 
stand perfectly upright. It is a common 
practice to bend the guard pin back or 
forward, but it is a bad practice. To get 
a correct understanding of the results of 
doing this, we should know the action of 
the guard pin under all conditions. If 
the escapement is properly matched 
there should be no occasion for bending 
the guard pin. If the guard pin does 
not pass through the crescent when the 
escapement is properly matched it is 
because the banking pins are so close 
that the proper clearance is not allowed, 
and it is obvious that the remedy is to 
open the bankings, not bend the guard 
pin. Very often, when the escapement 
is out of line the guard pin will pass 
through one side and not through the 
other. Of course it could be freed by 
opening the banking pin on the side that 
was too close, but the proper procedure 
would be to line up the escapement. 

When the necessity for bending the 
guard pin on a single roller does arise, 
as it does sometimes through the roller 
table having been changed, or the fork 
lengthened, the advice usually given is 
to remove the old guard pin, broach out 
the hole and put in a new pin which is 
larger, but this entails considerable 
work and time. A much quicker method 
is as follows: Remove the lever and thin 
the guard pin slightly from the side 
away from the table. Then bend the pin 
forward toward the slot to an angle of 
from thirty to forty-five degrees, then 
slightly above this bend make one 
which will upright the pin. This 
will bring the guard pin closer to 
the table, and at the same time keep 
that portion which is presented to the 
table, for guard action, perpendicular. 
It is seldom necessary to move the guard 
pin back from the table, and if the oc- 
casion does arise and you are convinced 
that the escapement is properly 
matched, the safest way is to obtain a 
table slightly smaller than the old one. 
In a case of this kind the trouble usual- 
ly lies in the escapement being improp- 
erly matched, a pivot bent, or a balance 

ole jewel decentered. 


SSUMING that the balance and the 
lever have relatively the same 
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amount of endshake, and that the guard 
pin is bent toward the table. During 
the time that the watch is dial down the 
guard action will be relatively correct, 
but in the position of dial up the balance 
will be on the other endshake, and Will 
take its endshake quicker than the lever, 
which may be locked when the change in 
position is made, and this will bring the 
balance in a position so that the guard 
pin will be closer to the table than in 
the other position. The same thing hap- 
pens when the guard pin is bent away 
from the table, only the position of the 
guard pin is reversed. When dial down 
the guard action is probably correct, but 
when the balance takes its other end- 
shake it leaves the guard pin too far 
from the table for safety. 

It really is not advisable to bend the 
guard pin at all, unless to straighten it 
up, for it is very apt to lead to difficulty 
with the bankings, for it is plain that if 
bent too close to the table that the bank- 
ings will have to be opened to permit 
the guard pin going through the cres- 
cent, and this leads to too much slide, 
which is explained later. 

The double roller has several advan- 
tages over the single, and one is that 
the temptation to bend the guard pin is 
removed. When the single roller guard 
pin does strike the roller table the im- 
pinging takes place at a greater distance 
from the staff, and the effect is felt more 
due to the greater leverage against the 
staff on account of the distance from the 
center being greater. 

To get at this understandingly, let us 
assume that a certain amount of impulse 
is expected, and that a certain amount 
of power is provided which will produce 
this amount of impulse with the roller 
jewel at its present distance from the 
staff. If the roller jewel were set closer 
to the staff, more power would be needed 
to get the same impulse because the lev- 


erage would be less, and if the roller 


jewel were set further from the staff less 
power would be needed to get the same 
impulse on account of the greater lever- 
age. The same holds true in the above 
explanation of the impinging taking 
place at a greater distance from the 
staff. 


GAIN referring to the sketch, the L. 
stone is slightly wider than the R 
stone. Assume that the escapement is 
locked on the R stone, and that impulse 
is about to take place. The roller jewel 
has entered the slot and the unlocking 
would take place at a certain time rel- 
ative to the position of the roller jewel, 
and the impulse would take place at a 
certain time relative to the position of 
the roller jewel, and would be trans- 
ferred to lift just before the roller jewel 
crossed the line of centers, and while it 
was in a position to resist the thrust, 
thus getting full benefit of the lift. Now 
let us transfer the action to the L stone 
which is wider. The roller jewel would 
enter the slot in the same manner as on 
the other side, also the unlocking would 
occur in proper order, but the impulse 
would be prolonged just as much as the 
L stone was wider, and the prolonging 
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of the impulse would furnish stronger 
lift, so the action on the left side would 
be stronger than on the right. 

The reason for this condition being 
spoken of is because it is a common thing 
to see one pallet stone crowded sideways 
in the slot in order to correct the drops 
in an escapement which is improperly 
matched, and it is plain to see that the 
effect would be the same as if one stone 
were wider than the other with the ex- 
ception that the impulse would not be 
prolonged, but the unlocking would oc- 
cur at periods either sooner or later, de- 
pending upon which way the stone was 
angled in the slot, and the impulses 
would occur at different periods than in- 
tended when the escapement was prop- 
erly set. Also the angle of draw would 
be changed on the stone that was angled 
in the slot, and altogether is an un- 
workmanlike manner of attempting the 
correction. If the escapement is out of 
line and it is necessary to move one 
stone back in the slot, and there is no 


- room to do it, the proper method is to 


carefully bend the lever sufficiently to 
make the correction. 








Advises Signing Disclaimer After 
Sixty Days 
N regard to repairs left with jewelers, 
there is a solution and that is to have 
a printed watch tag or envelope on 
which is stated that party will lose all 
claim to property left after 60 days. 
If said party refuses to sign the ticket 
or envelope give the job back again. It 
is almost certain that nine times out of 
10 the customer will sign if his inten- 
tions are honorable. If all jewelers will 
do this there will be little or no leftovers 
to worry about. 
WILLIAM RAEGOUER, Manager, 
Kramer & Co., Union City, N. J. 








Retail Jewelers’ Advertising 





(Continued from page 49) 








care of your account and the satis- 
factory way you have made your 
payments. 

Therefore, your high credit rating 
at WHITE BROS. has my personal 
approval and indorsement, and I am 
issuing for your use, the inclosed 
Certificate of Credit, which will 
greatly facilitate matters when you 
make a purchase at our store. 

Just present the card when mak- 
ing your purchase; you will not be 
required to make even a Down Pay- 
ment. 

Let me say that it has been a 
pleasure to count you as one of 
our loyal customers and when we 
have occasion to serve you again, 
which I know shall be real soon, be- 
cause you surely will want to pur- 
chase appropriate gifts, I want you 
to feel that it will be done in a 
most friendly, courteous way. 

Most Cordially, 


White Bros. are generous users of 
newspaper space throughout the year. 
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242 W. 55th ST. 


BRAXMAR BADGES 


STANDARD FOR FIFTY YEARS 


Police—Fire—Municipal 
Badges in All Metals 


FRATERNAL JEWELRY 
C. G. BRAXMAR CO. 


NEW YORK 























K Lake 
Patented U. 8 
Only ring that will meunt 
round stones appear squere. 


SAMUEL STERN 
71 Nassau St., New York 
"Phone Cortland 4346 
Menufacturee Fine P 

Jewelry—S pecial 


. A 
Latinum 
Order Werk. 





“*Changea 
Patented U. 8. A 


ble Ring’ 


GhAe Buyers’ Directory 













Price, $1.00 





Jewelers Publishing Corp., New York 























SEND US YOUR SPECIAL ORDERS FOR 


SMeLEMS” BADgee 


~MEDALS ~ 


SCHOOL - COLLEGE & FRATERNITY PINS 
INTERBORO MEDAL & BADGE CO., 32 E. 22d St.. New York 








‘4 A Complete Line of Colored Stones 
for Jobbing Purposes 


We can supply all of your colored stone requirements, giving 
your order every attention as to careful selection and 


rompt 
delivery. MAIL ORDERS GIVEN PROMPT AND CAREF L 
ATTENTION. 


LEVERE COMPANY 
562 FIFTH AVENUE 


Deuontown Ofice—94 Canal Street, New York 


NEW YORK 





























‘ 


A 





of the 


Jewelry 


Trades 


TRADE MARKS 


and Kindred 


Fourth Edition 


Illustrates the trade marks, registered and 
unregistered, used by manufacturers, 
wholesalers and importers in the 


jewelry and allied industries. 


Price $5.00 


Express Charges Paid 


Jewelers Publishing Corporation 
239 W. 39th St., New York 













THE WASHBURN 


MAGIC NUT 
for EAR STUDS—SCARF PINS, ete. 


G- 


Now Made in 


18K. WHITE GOLD 
Platinum—18K.—14K.—14K. R.P.—Sterling 


Se ~~ 
SAFETY CATCH 


Open For Brooches, etc. Closed 


18K. White. 18K., 14K., Large and Small Size. 
Descriptive Circular on Application 

Pearl Drilling, Stringing and Adj. a Specialty 
Special Order Work and Repairing 





C. IRVING WASHBURN NEW TO 











Beaded, Silk and Leather Bags 


Repaired and Refinished 


AN UNUSUAL SHOP for the repairing, 
framing and remodeling of high grade bags 
of every description. French bags a specialty. 
Sterling Frames in stock or made to order. 


A. L. WORKMAN, 1 West 34th St 
Est. 20 Years New York City 








—— 











Buyers’ Directory 
$1.00 Postpaid 
Jewelers Publishing Corp. 
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United States Patents 
Issue of March 12, 1929 


1,704,795. WRIST-WATCH BAND OR 
STRAP MOUNTING. CHARLES J. HEILE- 
MAN, Park Hills, Ky. Filed May 9, 1927. 
Serial 190,024. 1 claim. 


In a wrist watch mounting, a wrist band 
having at one end thereof a connecting loop 
formation, a watch holding frame having a 
pair of lugs, a transverse detachable tubular 
pintle having extensible bearing ends that 
journal in aligned holes in the outer ends of 
said lugs, said loop formation concentrically 





encompassing said tubular pintle, and a lon- 
gitudinally-split elastically closed auxiliary 
coupling sleeve concentrically encompassing 
the said tubular pintle and loop formation 
between the lugs and having a longitudinal 
slot adapted to accommodate the width of the 
wrist band free from cross-wise shifting of 
the mounting. 


1,704,859. WRIST-WATCH-STRAP_ AT- 
TACHING MEANS. AvucGustT F. KRagE- 
MER, Providence, R. I., assignor, by di- 
rect and mesne assignments, of one-half 
to Louis Stern Co., Providence, R. I., and 
one-half to Hipp. Didisheim Co., Inc., 
New York. Filed Dec. 21, 1927. Serial 
241,661. 5 claims. 


A wrist watch strap having an end mem- 
ber comprising a body portion with top and 





side walls, and a brace plate having inturned 
edge walls secured to the side walls of the 
end member and its body between the in- 
turned edge walls disposed at an angle to 
the top wall of the said end member. 


1,704,867. FINGER RING. Henry W. Peters, 
West Roxbury, Mass. Filed April 28, 
1925. Serial 26,499. 1 claim. 

_The combination with a finger ring or the 

like, of a setting box permanently connected 








to the ring having opposed open sides one of 
which is adapted to receive a stone insertable 
into the setting box, said setting box having 
an open face through which the stone is 
exposed. 


1,704,919. NECKLACE BRACELET. Juiia 
M. Murray, St. Louis, Mo. Filed Oct. 10, 
1924. Serial 742,922. 3 claims. 


In an article of the class described, an 
ornament, a second ornament adapted to be 
placed over said first mentioned ornament, 
exible means securing said ornaments to 
each other, a closed strand of flexible struc- 
ture attached to one of said ornaments and 








having restricted portions adapted to be 

placed between said ornaments, and elements 

on said ornaments adapted to interengage 
épateen 





each other to secure said portions of said 
strand in position between said ornaments. 


1,705,444. SUPPORT FOR JEWELRY. Ar- 
NOST FISCHMANN, Prague, Czechoslo- 
vakia, assignor to Alfred Donebauer, 
Prague, Czechoslovakia. Filed Feb. 29, 
1928, Serial 258,036, and in Germany 
Feb. 6, 1928. 2 claims. 

A display device for jewelry comprising a 
plate having a slot, and a sheath retained in 
said slot extending beyond both sides of said 





plate, the lower end serving as a support for 
said plate and the upper end having an open- 
ing for receiving said jewelry, said sheath 
being slidably adjustable in said slot. 


DESIGNS 


77,931. DISH OR SIMILAR ARTICLE. Gros- 
VENOR N. ALLEN, Oneida, N. Y., assignor 








WA 

to Oneida Community, Ltd., Oneida, 
N. Y. Filed Sept. 26, 1928. Serial 28,277. 
Term of patent 14 years. 


77,933. BORDER STRIP. Howarp L. Bupp, 











Brooklyn, N. Y., assignor to Friedman 
Silver Co., Inc., Brooklyn, N. Y. Filed 


Soham ees ome” 





77,939. 


77,968. 


77,969. 


77,973. 


=~ 
‘ 


9 


July 30, 1928. 
patent 7 years. 


DISH OR ANALOGOUS ARTICLE. 
RICHARD DIMES, JR., Winthrop, Mass., 
Boston, 


27,626. 


Serial Term of 


assignor to Richard Dimes Co., 








Mass. Filed Dec. 31, 1928. Serial 29,462. 
Term of patent 7 years. 


BROOCH OR SIMILAR ARTICLE. 
BERNAT MECHLOVITS, New York. Filed 





Jan. 7, 1929. Serial 
patent 3% years. 


BROOCH OR SIMILAR ARTICLE. 
BeRNAT MECHLOvITsS, New York. Filed 


29,517. Term of 





Jan. 12, 1929. Serial 
patent 3% years. 


BROOCH OR SIMILAR ARTICLE. 
BERNAT MECHLOVITS, New York. Filed 


29,579. Term of 








Jan. 10, 1929. Serial 29,564. 
patent 3% years. 


83. BELT BUCKLE. 


Term of 


SAMUEL SAMPSON, 





New York. Filed June 21, 1928. Serial 
27,216. Term of patent 3% years. 
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United States Trade-Marks 


Issue of March 12, 1929 


The following trade-marks are published 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 
Notice of opposition must be filed within 30 
days of this publication. 

Marks applied for under the 10-year “pro- 
viso” are registrable under the provision 
in Clause (b) of — 5 of said Act as 
amended Feb. 18, 1911 

As provided by Section 14 of said Act, a 
fee of $10 must accompany each notice of 
opposition. 


Ser. 269,406. Hipp. DiIpISHEIM Co., INC., New 
York. Filed July 11, 1928. 


Cord-O-Lette, 


For Watches, Watch Movements, and Parts 


of the Same. 
Claims use since about June 20, 1928. 


Ser. 276,851. 
cago. Filed Dec. 17, 1928. 
Applicant does not claim exclusive right to 


MANHEIMER WaTcCH Co., Chi- 


the illustration of the watchcase apart from 
the mark as shown. 

For Watches. 

Claims use since Oct. 4, 1928. 


Ser. 276,852. MANHEIMER WatTcH Co., Chi- 
cago. Filed Dec. 17, 1928. 


SThefeat-agon 


Claims use since Oct. 4, 1928. 


Ser. 277,414. ELGIN NATIONAL WaTCcH Co., 
Chicago. Filed Dec. 31, 1928. 
Applicant is iia, owner of registration No. 


SSS LVS SoS 
SR — sa J 
yy J— 7 
a ? bo 

“ELGIN 
47,470, renewed, effected under the 10-year 
proviso of the act of Feb. 20, 1905. 
For Watches. 
Claims use since on or about Nov. 27, 1928. 


Ser. 274,221. BENJAMIN & Epwarp J. Gross 
Co., Inc., New York. Filed Oct. 24, 1928. 


LOVE’S CALL 


For Finger Rings and Mountings Therefor. 
Claims use since Nov. 15, 1927. 


Ser. 274,222. BENJAMIN & Epwarp J. Gro 
Co., Inc., New York. Filed Oct. 24, 1928. 


BRIDE O’VENETIA 


For Finger Rings and Mountings Therefor. 
Claims use since July 20, 1927. 


Ser. _ 225. BENJAMIN & Epwarp J. Gross 
, INc., New York. Filed Oct. 24, 1928. 


DRESS PARADE 


For Finger Rings and Mountings Therefor. 
Claims use since Dec. 1, 1927. 
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Ser. 275,106. BENJAMIN & EpwarpD J. Gross 
Co., INc., New York. Filed Nov. 10, 1928. 


WEDDING MARCH 


For Finger Rings and Mountings Therefor. 
Claims use since Oct, 22, 1928. 


Trade-Mark Registrations 
(Not Subject to Opposition) 


254,262. (CLASS 27. HOROLOGICAL IN- 
STRUMENTS.) RoLanpD WatTcH CoO., 


RULAN 


Inc., New York. Filed May 20, 
Serial 249,295. 
For Watches and Watch Movements. 
Claims use since about May 9, 1927. 


Trade-Mark Registrations Granted 


254,007. METAL WRIST STRAPS, BRACE- 
LETS, AND CHAINS FOR PERSONAL 
ADORNMENT, CONSISTING OF NECK 
CHAINS, WATCH CHAINS, AND KEY 
CHAINS, WHICH ARE MADE WHOL- 
LY OR PARTLY OF PRECIOUS 
METAL. AvtTomaTic GOLD CHAIN Co., 
Providence, R. I. 
Filed Nov. 15, 1928. Serial 275,346. PUB- 
LISHED JAN. 1, 1929. 


254,012. WRISTBANDS OR BRACELETS 
FOR WATCHES. BuLova WatTcH Co., 
Inc., New York. 

Filed Oct. 31, 1928. Serial 274,591. PUB- 
LISHED JAN. 1, 1929. 


254,014. BRACELETS. 

Providence, R. I. 

Filed Oct. 20, 1928. Serial 274,050. PUB- 
LISHED JAN. . 1929, 


254,021. WRIST-WATCH BANDS OR 
BRACELETS OF METAL. ScHWaRTz & 
Lewis, INc., Cincinnati, Ohio. 

Filed Oct. 11, 1928. Serial 273,674. PUB- 

LISHED JAN. a 1929. 


254,023. WRIST-WATCH BANDS OR 
BRACELETS OF METAL. SCHWARTZ & 
Lewis, Inc., Cincinnati, Ohio 

Filed Oct. 11, 1928. Serial 273, 675. PUB- 

LISHED JAN. ‘1, 1929. 


1927. 


THE Hap.uey Co., 








Breaking Down Price 


Resistance 
(Continued from page 38) 








We find that it pays to keep an assort- 
ment of out-of-the-ordinary toys over in 
one corner. As the samples get soiled 
they are given away to visiting children. 
Often some foxy child will urge his 
‘Ma’ to come upstairs in Rylands, a bit 
of advertising that surely does no harm. 
One other out-of-the-ordinary piece of 
merchandise that we have had good ac- 
tion on is tapestry, both for walls and 
table runners. Then flowers, lamps and 
other decorative items may be profitably 
sold in a gift department, providing new 
styles are constantly shown.” 


“A Thousand Gifts of Distinction” 


Oscar Balzar was formerly in charge of 
the jewelry department of two large de- 
partment stores in Los Angeles, Cal., but 
for two years operating one jewelry store 
at 6526 Hollywood Boulevard, Holly- 
wood, and for three months a second one 
at 6330 Hollywood Boulevard. He is cut- 
ting down the general jewelry lines and 
going in for novelty and costume jewelry 
and art and gift lines. 

Being in the cinema capital and know- 
ing many of the “stars” as well as the 
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fas a 


lesser luminaries, he enjoys a large pat. 
ronage from the moving picture people, 
He carries, as he advertises, “A Thon. 
sand Gifts of Distinction,” and these are 
arranged in his two establishments jn 
separate cases so that a customer can go 
up and down the aisles and select what is 
wanted and can secure the prices without 
the aid of a clerk, although there is g 
sufficient number of salespeople. 

Mr. Balzar believes in window displays 
and changes these every day or two g0 
that window shoppers see something new 
in his windows. An interior view of one 
of his stores and a window display are 
shown on page 37. 








Hearing on Coupon Case Set for 
March 19 
(Continued from page 67) 








to the charges made on the ground that 
they are “vague and indefinite.” Spe. 


cific denial is made of all counts except - 


that respondents admit in some instances 
arrangements were made with a certain 
dealer in a certain town to act as re. 
demption agent but they deny that they 
ever agreed to place the silverware in 
the store of the dealer. It is also ad- 
mitted that they made stafements to 
dealers that use of the coupons would 
be a sales asset to retail dealers. It is 
claimed that the company reserves the 
right to substitute articles of equal value 
but the Commission is advised that 
never at any time has such substitution 
been made. 

In their general answer respondents 
state that they have never within their 
knowledge engaged in an unfair com- 
petition and have never within their 
knowledge used methods in business in 
violation of the statute on which the 


complaint is based Sept. 26, 1914, en — 
“An Act to Create a Federal 
Trade Commission to define its powers © 


titled 


and duties and for other purposes.” 








Latest News on Soviet Platinum 
(Continued from page 65) 








courses is stated as “enlightenment of 
the student body with all the latest 
achievements in the field of platinum 
and gold mining.” Elementary courses 
are also maintained for those engineers 
who had considerable experience in 
other branches of Soviet industries but 
now want to be transferred to the plati- 
num and gold mining. Their first gradu- 
ation will be held on March 31. 








A small bag of jewelry mysteriously — 
disappeared one day recently from 8 | 
coupe driven by Giuseppe Berghinzo, 8) 
Thames St., employed as a_ salesmal 
and collector by M. Mallove & Co., Main 


St., Norwich, Conn., 
value of the missing jewelry is not del 
initely known. 
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